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ALBERT P. Durso 


Gibsonia, Pennsylvania 
September 20, 1957 

Mr. Francis J. O’Brien, Vice President 

The Franklin Life Insurance Company 

Springfield, Illinois 


Dear O’B: 

Just two years ago when health considerations dictated that I discontinue my 
engineering practice for a work having less tension and fewer working hours, 
our good friend, General Agent C. Murray Jones, invited me to join the 
“Franklin Family.” This was a difficult decision for me for two reasons—one, 
I had no previous life insurance experience and secondly, I did not want to 
become an “insurance peddler.” However, after visiting at the Home Office and 
learning about the wonderful Franklin Specials, I was convinced that, not only 
could I represent the Company with dignity, but I would not need to lower my 
standard of living. 

Because I had been very active in my engineering work, it took more than a 
year to completely disengage myself from my former work, so I actually 
devoted only a few hours a week to writing our Franklin Specials. As you know, 
my income from Franklin for this part-time work was in excess of $10,000 
for my first year, with nearly half that amount, additional, still forthcoming in 
deferred commissions. Now that I am devoting my full time to the job, I expect 
to double this figure. 

I thoroughly enjoy my work, not only because it is very profitable, but 
because you folks at the Home Office go out of your way to make my job easy. 
If what I have accomplished in these past two years can be considered in any 
measure a success, the credit most certainly goes to the friendly Franklin 
organization and those wonderful Franklin Specials which are so easy to sell. 

I am deeply grateful to you all at the Home Office and I will always feel 
indebted to our Regional Director, Mitchell T. Melham, for his continuous 
inspiration and guidance which he so unselfishly makes available to us all. 

Sincerely, 
Albert P. Durso 


An agent cannot long travel at a faster gait than the company he represents! 











Lhe Friendly 
Se FIRANIKILEN ILIKE 23033" 


CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 
The largest legal reserve stock life insurance company in the U.S. devoted 
exclusively to the underwriting of Ordinary and Annuity plans 
Over Two Billion Six Hundred Million Dollars of Insurance in Force 








THE NATIONAL UNDERWRITER, Life Insurance Edition. Published weekly by the National Underwriter Company, Office of Publication, 175 W. Jackson Blvd., Chicago, Ill., U. S. A. 6lst 
year, No. 46, Friday, November 15, 1957. $7.50 per year (3 years $20); Canada $8.50 per year (3 years $23); Foreign, $9 per year (3 years, $24.50). 30 cents per copy. Entered as second class 
matter June 9, 1900, at the post office at Chicago, Ill., under the Act of March 3, 1879. 





Evol 
For E 
Recrt 


Placer 
35 Sck 
Life P 


Most co 
tle about 
insurance. 
doing can 
fective, n 
petitive w 

Placeme 
colleges al 
east empl 
day confe1 
office and 
25 compar 
land, New 


To prov 
can be do 
rectors sin 
nies with 
complaints 
recruiting 
during w 
which we 
tors. 

This con 
joint comn 
graduates 
establish 
tween our 
Members | 
the Gener: 
ference, 
Assn., Inst 
LIAMA. 

Conferer 
Maynard, 
ropolitan. 
H. Yost, | 
Connecticu 

It was | 
ference” b 
pressed the 
companies 
parts of tk 
reer confe: 
ment direct 


The belie 
look with 
college car 
sales and 
repeatedly 
Holgar J. 
stitute of 
that there 
terest amo? 
cruiting co 
as a lunche 
cent survey 
feel the nun 
being empl 
meet their | 
supervisory 
Main spe 
on home ot 
portunities 
vice-preside 
and Sterling 
dent of Tra 
the work shc 
agement op 





(CON 





6lst 





Te NATIONAL UNDERWRITER 


The National Weekly Newspaper of Life Insurance 


Nov. 15, 1957 
6lst Year, No. 46 





Evolve Suggestions 
For Better College 
Recruiting Strategy 


Placement Directors From 
35 Schools Confer With 
Life People From 8 States 


Most college students know very lit- 
tle about career opportunities in life 
insurance. Most of the life companies 
doing campus recruiting are not ef- 
fective, nor are their methods com- 
petitive with other businesses. 

Placement directors from 35 major 
colleges and universities in the north- 
east emphasized these points at a 2- 
day conference in Hartford with home 
office and field representatives from 
25 companies domiciled in New Eng- 
land, New York and New Jersey. 


To prove that effective recruiting 
can be done, however, placement di- 
rectors singled out a few life compa- 
nies with excellent programs. Specific 
complaints and suggestions on campus 
recruiting techniques were developed 
during workshop sessions, some of 
which were led by placement direc- 
tors. 

This conference was initiated by the 
joint committee on careers for college 
graduates “as one of several means to 
establish closer understanding be- 
tween our business and the colleges.” 
Members of the joint committee are 
the General Agents & Managers Con- 
ference, Life Office Management 
Assn., Institute of Life Insurance and 
LIAMA. 

Conference chairman was A. Rogers 
Maynard, 2nd vice-president of Met- 
ropolitan. Vice-chairman was Philip 
H. Yost, senior agency assistant of 
Connecticut General. 

It was described as “a pilot con- 
ference” by Mr. Maynard, who ex- 
pressed the hope that other interested 
companies would get together in other 
parts of the country for further ca- 
reer conferences with college place- 
ment directors. 


The belief that life companies must 
look with increasing interest to the 
college campus for manpower—both 
sales and home office—was stressed 
repeatedly by life insurance leaders. 

Holgar J. Johnson, president of In- 
stitute of Life Insurance, suggested 
that there is already stepped-up in- 
terest among life companies in re- 
cruiting college graduates. Featured 
as a luncheon speaker, he cited a re- 
cent survey to show that companies 
feel the number of new graduates now 
being employed is not sufficient to 
meet their future needs for executive, 
supervisory and research personnel. 

Main speakers prior to workshops 
on home office organization and op- 
portunities were Edward Robie, 2nd 
vice-president of Equitable Society, 
and Sterling T. Tooker, 2nd vice-presi- 
dent of Travelers. Leading off before 
the work shop on sales and sales man- 
agement opportunities was Leland F. 

(CONTINUED ON PAGE 12) 


FTC Dismisses A&S 
Ad Complaint In 
Postal L.4C. Case 


WASHINGTON—Federal Trade 
Commission has dismissed the decep- 
tive A&S advertising complaint against 
Postal Life & Casualty of Kansas City. 
This action thus denies the appeal 
made by FTC lawyers from the initial 
decision by J. Earl Cox, hearing ex- 
aminer, that the complaint should be 
dismissed. 

The commission’s order denying the 
appeal from the initial decision was 
accompanied by a 3-page opinion writ- 
ten by Commissioner William C. Kern, 
with no dissents. 


e 

Postal L.&C., which conducts a mail 
order business, was charged with mis- 
representing the renewable features 
of its policies and with presenting the 
extent of coverage in a misleading way. 

Commissioner Kerns’ opinion point- 
ed out that in other cases where rep- 
resentations as to duration of coverage 
have been prohibited, the context in 
which the representations were made 
and the circumstances surrounding 
them were different than found here. 
In this case, only one circular contain- 
ing the questioned statement was sent 
to a prospect. In other cases, there 
was a definite series of representa- 
tions, a pattern or continuity, and re- 
iteration of the representations in re- 
petitive forms. In these other cases, 
the representation was tied in with 
others which emphasized, for example, 
that security is afforded for older peo- 
ple, together with certainty of cash 
assistance when needed most. In this 
case, there is no voluminous advertis- 
ing of a definite deceptive pattern 
producing the “setting” present in oth- 
er similar proceedings. 

Since no persuasive argument to the 
contrary was advanced by counsel sup- 
porting the complaint, Mr. Kern wrote, 
the commission believes the hearing 
examiner correctly concluded that the 
allegations of the complaint relating 
to renewability have not been sus- 
tained. 

The complaint alleged that a certain 


Court Of Appeals 
Reverses Tax Court 
In Prunier Case 


The first circuit court of appeals 
at Boston has reversed the tax court 
decision in the Prunier case. ; 

The tax court has held that pre- 
miums paid by a corporation under 
a stock redemption agreement which 
provided for life insurance to the stock- 
holders were additional compensation 
to the stockholders. 

Solomon Huber, general agent of 
Mutual Benefit Life at New York, 
said the circuit court’s decision will 
give added impetus to the writing of 
business insurance cases. Even though 
some insurance lawyers had felt that 
the Prunier type of trouble could have 
been avoided by use of different lan- 
guage than that employed in the Pru- 
nier agreement, the circuit court de- 
cision obviously clarifies the situation 
and should make this sort of arrange- 
ment more acceptable to business men 
generally. 





policy did not provide broad and ade- 
quate insurance for the type of acci- 
dents named in the contracts. Mr. 
Kern said the hearing examiner had 
noted that the representations in ques- 
tion had been lifted completely out 
of context. After reviewing the state- 
ments in their whole setting and in- 
terpreting them in that context, the 
hearing examiner characterized the 
statement about adequacy as not a 
representation that the policy involved 
was adequate for everyone, but rather 
a suggestion or admonition that each 
prospect should examine his own cir- 
cumstances and determine whether 
the various programs offered by Postal 
L.&C. would be adequate for his needs. 
There is uncontradicted testimony to 
the effect that “adequate insurance” 
means simply the insurance a person 
needs for his own protection, having 
in mind his own particular circum- 
stances, including his family situation, 
income and occupation, Mr. Kern 
wrote. 





Late News Bulletins... __, 


J 





U.S. Supreme Court To Review Two Ad&S Ad Cases 

U. S. Supreme Court has granted the petitions by Federal Trade Commission 
to review the circuit courts of appeals decisions in the American Hospital & 
Life and National Casualty A&S advertising cases. The Supreme Court, in grant- 
ing the writs of certiorari, consolidated the two cases and decided to allow a 
total of two hours for oral argument. The appeals court at New Orleans found 
in favor of American, while the one at Cincinnati ruled in favor of National. 
The two tribunals said the McCarran act left the regulation of insurance to the 
states, and where the states had undertaken adequate regulation the FTC act 
was not applicable. FTC appealed on grounds that a lack of federal regulation 
created an area in which neither the federal government nor the states actively 


regulated the insurance business. 


Reject Harrison As Texas Commissioner 

The Texas senate Wednesday rejected William A. Harrison as state insurance 
commissioner. However, Joe P. Gibbs, David B. Irons and Penn J. Jackson were 
confirmed as members of the insurance commission. Mr. Harrison, former as- 
sistant state auditor, was the first commissioner named under the reorganization 
plan of the Texas department backed by Gov. Price Daniel at the last session. 
The rejection was regarded as an indirect slap at Gov. Daniel, dating back to 


(CONTINUED ON PAGE 32) 


Creative Thinking 
Gets The Spotlight 
At LIAMA Meeting 


Intensified Competition 
Boosts Appreciation For 
Research, Interpretations 


By ROBERT B. MITCHELL 


The theme of the 40th anniversary 
LIAMA meeting—‘“Creative Thinking 
and the Need for 
It Today”—proved 
a highly appro- 
priate choice, as 
shown by the re- 
cord number of 
registrants and the 
close _ attention 
given at the ses- 
sions this week at 
the Edgewater 
Beach hotel, Chi- 
cago. 

The kaleidesco- 
pic picture in life 
insurance distribution has _ stimulat- 
ed renewed appreciation of the pres- 
ent and potential value of LIAMA in 
supplying information on which to 
base important agency-department de- 
cisions with better odds on their being 
right. Especially during the last 12 
months, it has been found that the kind 
of research that LIAMA has been 





Frank B. Maher 





OFFICERS ELECTED 

President—Frank B. Maher, vice- 
president district agencies department, 
John Hancock. 

New directors—Rufus E. Fort Jr., 
vice-president, field research, of Na- 
tional Life & Accident; Ben F. Had- 
ley, vice-president and director Co- 
lumbus Mutual Life; Raymond C. 
Johnson, vice-president in charge of 
agency affairs New York Life; Glen 
J. Spahn, 2nd vice-president Metro- 
politan Life. 





conducting since 1947 is paying off 
now in connection with interrelation- 
ships of the many facts that have 
been obtained. 

The scope of LIAMA research and 
its willingness to undertake new areas 
was indicated in Managing Director 
Frederic M. Peirce’s mention of the 
formation of a committee on personal 
and property insurance, headed by 
Dean Jeffers, vice-president of Na- 
tionwide. 

As Mr. Peirce pointed out, the ex- 
tent to which supposedly full-time life 
agents are selling other lines of in- 
surance necessarily makes a difference 
in the assumptions concerning such 
agents. 

The use of visual and sound-record- 
ed material in various types of com- 
munications was strikingly brought 
out at a session that occupied an en- 
tire morning. An eye-opener to most 
of those present was the demonstra- 
tion of the projection machines and 
elaborately constructed color slides 
that can be used for imparting in- 
formation in quick yet readily-under= 

(CONTINUED ON PAGE 13) 
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‘Buy Term, Invest 
Difference’ Idea Is 
Con Game: Murphy 


Robert E. Murphy, president of Cal- 
ifornia-Western States Life, speaking 
last week before Town Hall Forum of 
San Francisco, attacked the “buy term 
and invest the difference” philosophy 
as “the life insurance con game.” 
“Transmitted from acquaintance to 
acquaintance, its motivation lies in the 
dubious concept that ‘in numbers 
there is safety,’ ”’ he said. 

“Briefly,” he continued, “the ‘buy 
term and invest the difference’ phil- 
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osophy holds that the individual will 
be ahead financially if he purchases 
low-cost term insurance for protec- 
tion and invests the difference be- 
tween the cost of his term insurance 
and the cost of permanent or ordinary 
insurance in securities. Over the years, 
this philosophy has gained or lost ad- 
herents as prices of securities have 
risen or fallen. This concept of estate 
building has a certain appeal because 
it gives new hope that there may be, 
after al], a short cut to financial secur- 
ity. Unfortunately, this philosophy is 
doomed to rest on the horns of a dil- 
emma. 

“Dilemma number one, which most 

(CONTINUED ON PAGE 18) 
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Says Compensation 
Plans For Agenis 
Deserve More Study 


Jack D. Garfunkel, an independent 
life agent in New York City who has 
long taken an active interest in im- 
proving the methods of agent com- 
pensation, writes: 


I was very interested in your ed- 
itorial which appeared in the Nov. 1 
issue, regarding Mr. Fitzgerald’s talk. 

The part that particularly interested 
me was that you gave recognition to 
the fact that sincere underwriters 
who understand their true responsi- 
bilities to a client are having more 
and more of their time taken up in ad- 
vising and servicing clients for which 
they cannot be adequately recom- 
pensed through sales of life insurance. 
This has been brought about not only 
by reason of the increases in insur- 
ance coverage made available through 
group and pension plans, etc., but also 
through awareness on the part of own- 
ers of life insurance that their pol- 
icies should be made part of a com- 
pleted estate plan mural, rather than 
a piece in a jig-saw puzzle. This area 
is where considerable time can be 
spent by underwriters who have the 
“know-how” plus a sense of respon- 
sibility. 

I personally find that as I have 
built a sizable clientele, over a period 
of 17 years, a considerable and in- 
creased amount of time is spent in 
servicing the best interests of these 
people. Of course, I could by-pass 
much of this but having a sense of 
responsibility I feel this service is 
due my clients. Oft-times I am well 
compensated, but all too often no com- 
pensation results, as fee charging is 
not yet an accepted practice for the 
insurance underwriter. 


This is an area that has been al- 
most completely overlooked by life in- 
surance companies and in fact by the 
various field organizations of the life 
insurance business. I believe this is 
brought about by the fact that life 
underwriters who truly service their 
clients are still a small unorganized 
minority although, I believe, they are 
increasing in numbers as the public 
becomes aware of its needs. I was 
indeed pleased to read your frank ex- 
pression on this subject and I hope 
that much more will be written and 
discussions will be had on this topic. 

As to Mr. Fitzgerald’s statement, I 
am quite in agreement with him that 
the services of qualified underwriters 
will always be in demand, but I do 
believe that greater attention should 
be given to the methods as to how 
qualified underwriters should be com- 
pensated. The qualified underwriter 
still receives the same amount of com- 
mission as the unqualified. 

The best solution of this problem 
can result only if it is given airing, 
attention and study. 

Primary consideration should be giv- 
en to the interests of the insuring pub- 
lic and the underwriter in approach- 
ing this problem. 


More Group For N. J. Teachers 


The 50,000 members of New Jersey’s 
teacher’s pension and annuity fund are 
being offered a group life plan that will 
double their present coverage. It means 
that members can get term life cover- 
age equal to three times their salaries. 

Members will continue to receive 
present coverage of 114 times salary on 
a non-contributory basis. By enrolling, 
they will get another 1% times salary 
by contributing 1% of their wages. The 
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cost of the contributory portion will he 
55 cents for each $1,000 of coverage, 
The new plan, as well as the existing 
coverage will be placed under a group 
policy written by Prudential. This plan 
was adopted by the fund’s trustees aft. 
er they took competitive bids from 
several large insurers. 


Coast Actuaries 
Elect Lake, Discuss 
Family Policy 


Actuarial Club of the Pacific States 
at its fall meeting in Santa Barbara 
recently elected Meno T. Lake, Qc. 
cidental Life of California, president; 
G. Frank Waites, Coates, Herfurth % 
England, vice-president, and John y 
Blackhall, California-Western States 
Life, secretary. 

Problems encountered in issuing and 
administering family policies were 
discussed. One company found the ay- 
erage age of husbands insured to be 
just over 30 years, the average age of 
the wife approximately three years 
younger and the average number of 
children insured 2.4. Approximately 
one-sixth of the applications includeg 
wives who were pregnant. 

Another insurer found in a study 
that the sale of the family policy ap. 
parently had not affected their juve. 
nile business, since sale of juvenile 
policies were as high as they had been 
prior to introduction of the family 
contract. Three companies said they 
are writing the family policy on sub- 
standard risks up to 250% rating on 
both husband and wife. 

The problem posed by divorce and 
remarriage was also discussed. One 
company handles the problem by con- 
tinuing coverage on the wife unless 
the husband takes action. The hus- 
band can have the wife’s face amount 
transferred to his life and include cov- 
erage on a new wife within six 
months of remarriage without evi- 
dence of insurability. 

A review of the high current lapse 
rate under individual A&S contracts 
was also held. One insurer sends a 
letter to insured, it was reported, ask- 
ing why the policy was lapsed. In 1, 
600 inquiries a 12% return has been 
made. 


NE. Life Holds Five 


Regional Conferences 


New England Life has completed a 
series of 12 regional conferences for 
its field staff. Meetings at Hershey, 
Pa., Ocean City, N. J., French Lick, 
Ind., Asheville, N. C., and Berkeley, 
Cal., were attended by 550 agents. 

The pension planning conferences, 
under the direction of John T. Calli- 
han, pension consultant, took up sev- 
eral case studies stressing selling 
techniques, tax information and some 
of the problems that face pension un- 
derwriters. Robert J. Lawthers, direc- 
tor of benefits and pension business, 
conducted an estate planning and pro- 
graming conference designed to give 
in brief form the pre-probate method 
of estate planning, plus a background 
on trusts and estate distribution. The 
business insurance meetings discussed 
insurance for corporations, partne!- 
ships, sole proprietorships, deferred 
compensation plans and tax problems. 
Albert H. Curtis II, director of field 
training, led this phase of the confef- 
ences, 


Lafayette Life GAs Meet 


General agents of Lafayette Life 
met at the home office Nov. 5-6. 
company’s family plan and senior col- 
lege plan were among the sales fea- 
tures discussed. 
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NO GRADED PREMIUM 


N.E. Life Will Grade 
Dividends By Policy 
Size On New Issues 


Dividends for all New England Life 
policies issued on and after Nov. 1, 
1957, will be graded according to the 
size of the policy. 

“For new issues we are taking into 
account the lower acquisition and serv- 
icing cost per thousand on larger pol- 
icies on all plans of insurance. Our 
solution makes use of a new concept 
of dividend payments rather than a 
decrease in gross premiums,” Presi- 
dent O. Kelley Anderson stated. “We 
have come to the conclusion that the 
right answer for us is not to reduce 
the premiums for larger policies but 
to increase their dividends.” 

For policies issued under this new 
program, dividends will be graded ac- 
cording to the following four size- 
groups: below $2,000; $2,000-$4,999; 
$5,000-$14,999; and $15,000 and over. 
A policy’s size-group is determined by 
the face amount of the individual pol- 
icy. On policies with family income 
or level term riders attached, it is the 
face amount of the basic policy, ex- 
cluding the amount of the rider. 

Mr. Anderson pointed out that the 
adjustments within the particular size- 
group affected will be the same for 
all plans of insurance, including term, 
for all ages and all durations. 

“There are two further changes,” he 
said. “The first is in establishing high- 
er guaranteed cash values for ordinary 
life policies of $15,000 or more. The 
second is in providing that female ap- 
plicants for $15,000 or more ordinary 
life at age 28 or over receive an ad- 
ditional dividend over and above that 
paid on male lives.” 

Mr. Anderson reported that a new 
dividend scale for 1958 had also been 
approved. “Our directors have voted 
a scale that calls for an additional $1.5 
million over and above the amount 
required for the normal increment due 
to company growth. This marks the 
fifth consecutive year in which New 
England Life has announced a partial 
or general upward revision in its div- 
idend scale.” 

When asked if the company’s graded 
dividend program would be applied 
retroactively, Mr. Anderson replied, 
“Policies already in force were sold 
on the understanding that each would 
share in the dividend distribution ir- 
respective of its size. Dividends to pol- 
icyholders of record prior to Novem- 
ber, 1957 will not be graded, threfore, 
but these policyholders will share eq- 
uitably in the substantially increased 
dividend allocation.” 


Penn Mutual Publicizes 
New Club Of Top Agents 


Lewis & Gilman, Inc., Philadelphia 
advertising and public relations firm, 
has been appointed to handle the ad- 
vertising of Top 25, a new organiza- 
tion composed of Penn Mutual’s most 
successful agents. 

President Malcolm Adam of Penn 
Mutual said the appointment pertains 
to the inauguration of a special adver- 
tising campaign to recognize the 
achievements of Top 25 members. 
These leading agents will be the fo- 
cus of a comprehensive promotion 
program. 





George J.Laikin and Lloyd S. Ja- 
cobson have opened law offices at 
Chicago and will handle insurance 


law and estate planning. 
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Companies Make Early Announcements Of 1958 Dividend Action 
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Preferred Combination Life (PCL) 
. with true graduated premium! 


Name Punsky Director 


Of American Society 


Robert L. Punsky, broker and past 
president of Fort Wayne CLU chapter, 
has been appointed a director of Amer- 
ican Society. He fills a vacancy in the 
middle western region created by the 
election of Miss Lillian G. Hogue, New 
York Life, Detroit, as secretary. 

Miss Hogue had been slated to be- 
come a third-year director or regional 
vice-president for 1957-58. To fill her 
post, C. William Scott, associate general 
agent of Massachusetts Mutual in Kan- 
sas City, was elevated to regional vice- 
president of the midwest region, and 
Mr. Punsky has been appointed by the 
board to a l-year term. Harry Lee 
Hamilton, manager of Home Life at 
Louisville, was elected to the freshman 
directorship for the same region at the 
annual meeting at Detroit in Septem- 
ber. 


Aetna Life To Raise 
Dividends 9% In 1958 


Aetna Life will put a higher divi- 


ASSURANCE COMPANY, 
Progressive and competitive, yes 
at the expense of financial security 


Disability Income Continuance (DIC) 
. . revolutionary new disability income! 


Preferred Investment Plan (PIP) 
-.. premium return and dividend profits! 


Wife Insurance Plan (WIP) 
. with more protection when it’s needed! 


Family Insurance Plan (FIP) 
... WIP plus children 14 days to 25 years! 


Family Instalment Group (FIG) 
- one monthly payment for all premiums! 


All introduced by ONE OF THE BEST 


Contiol Life 


DES MOINES 6, 
.. . but not 


1OWA 


ASSETS $150 Million 

SURPLUS $ 13 Million 

INSURANCE | $490 Million 
IN FORCE 


dend scale into effect in 1958. Divi- 
dend payments, for which $5.8 mil- 
lion has been allocated, will be nine 
percent higher than in 1957. 

Increase in the scale, the company 
reported, was made possible by higher 
interest rates and lower mortality 
rates. 


Day Predicts Future Of 


Life Insuranc eAt L.A. 


J. Edward Day, vice-president of 
Prudential at Los Angeles, at a meet- 
ing of Life Managers Assn., predicted 
new products and new approaches to 
life insurance, but said he believes 
the entry of life insurers into the gen- 
eral insurance field is still far in the 
future. 

He stressed the necessity of change 
and foretold the introduction of new 
products into the business, despite 
some present complaints that there are 
“too many new things.” On the other 
hand, he referred to New York’s re- 
fusal to sanction purchase of a general 
insurance company by a life company 
and said that he therefore believes the 
development of full multiple line fa- 
cilities to be a long way off. He also 
pointed out the problem of getting 
established life agents to sell other 
lines. 
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The Extra 
Money Clause... 


... in Occidental’s Family Plan provides money to 
help take care of the added expenses created by 
the loss of the wife. 





Chis clause provides that if the wife dies, the 
husband will receive, in addition to a $1,000 lump 
sum payment, a $50 monthly income for a speci- 
fied period of time dating from policy issue. 


And Occidental’s Family Plan is flexible. It may 
either be bought as a rider on an existing Occi- 
dental Term, Life, or Endowment policy or as a 
complete package paired with a new Occidental 
policy.* The annual premium of this protection 
for the wife and all of the children is only $30 4 
unit, a maximum of three units available. 





These two factors of extra money and flexibility 
help this plan to fulfill a family plan’s purpose— 
protecting the family against a financial hardsh” 
caused by the death of any one of its members 







*State Laws permitting. 








“A Star in the West...° 


Life ow 


oMPAN* 


HOME OFFICE: Los Angeles 
W. B. STANNARD, Vice President 


“WE PAY AGENTS LIFETIME RENEWALS .. . THEY LAST AS LONG AS YOU DO!" 











y Sewiice prrlyfe Tnsurunce Reeserututtv es 


Loans are available for you on your renewal com- 
missions—for additional working capital, for busi- 
ness expansion. for personal use. Prompt, efficient, 
confidential service. from the outstanding organiza- 
tion specializing in direct jioans to life insurance 
underwriters. 


Life Underwriters Service Corporation 


Life Underwriters Service Corp. 
Security Bldg., Denver 2, Colo. 


I am interested in your service. Please send further 
information, at no obligation to me. 


uvetl Mm ialis 











Coupon sh GF Agent 
fe) d a y Address. 
City. State. 
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$135 MILLION MORE 


Thore Sees Pressure 
To Let Company Taxes 
Revert To ‘42 Basis 


Pressure for additional taxes may 
blast hopes for getting the Mills 
law extended an- 
other year to apply 
to company income 
taxes for 1957, 
Eugene M. Thore, 
general counsel of 
Life Insurance 
Assn. of America, 
told LIAMA mem- 
bers at the annual 
meeting at Chi- 
cago. In the ab- 
sence of congres- 
sional action, the 
1942 law would 
automatically go into effect. It would 
produce about $135 million more reve- 
nue than under the Mills law. “The 
chances are that Congress will extend 
the Mills law,” he said, “‘but this is by 
no means a certainty. Reverting to the 
1942 law will produce more revenue. 
This could be an important considera- 
tion in a year in which there will be 
general resistance to tax reductions 
and a gnawing need for revenue to 
step up military research programs. 








Eugene M. Thore 


Going back to the 1942 law would 
be a substantial move in the direction 
of the view often expressed in Wash- 
ington that life companies are not pay- 
ing enough tax. For tax year 1957, 
therefore, the principal question is 
whether the rate of tax on net in- 
vestment income will be 7.8%, as pro- 
vided in the Mills law, or over 11%, 
as provided in the 1942 law.” 

Mr. Thore said congressional inac- 
tion would mean that the aggregate 
additional tax on the life insurance 
business of roughly $135 million, about 
a 50% increase over the Mills law, 
would not fall evenly on companies. 
Some companies with large amounts 
of cancellable A&S insurance might 
be favored under the 1942 law, where- 
as purely life companies would be pe- 
nalized. Thus, a return to the 1942 
law would result in a_ substantial 
change in the incidence of the tax as 
experienced by companies in recent 
years. 


Mr. Thore emphasized that the cen- 
tral issue is the tax burden on policy- 
holders. “Compared with other sav- 
ings institutions, life insurance is the 
most highly taxed form of thrift in 
America,” he said. “In this era of pro- 
nounced trends toward looking to the 
government to take care of insurance 
needs, Congress should avoid levying 
more and more taxes on the life in- 
surance business. Unless this trend is 
reversed, people may be discouraged 
from supplying their own security 
through their own efforts,” he said. 

Turning to the long range aspects 
of the company tax, Mr. Thore stated: 
“We are informed that the Treasury 
is making ready its proposal for per- 
manent tax legislation. All indications 
point to a proposal based on the gen- 
eral corporate method of taxation. 
This method, when shorn of its com- 
plicated features, results in a tax on 
additions to surplus before stockholder 
dividends and federal taxes are paid. 
The life insurance business has always 
contended that this method is un- 
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sound. If the Treasury comes forwarg 
with its proposal, it is probable that 
the life insurance business will oppose 
again the principles underlying it. 

“The Treasury’s proposal will up. 
doubtedly involve a standardization of 
reserves for tax purposes and a cor. 
responding adjustment in surplus for 
many companies. I need not point out 
the tremendous change in the ingi- 
dence of taxation that would resylt 
from a tax on additions to these ad. 
justed surpluses. Many other questions 
will, of course, be explored during the 
hearings Congress may hold on the 
Treasury proposal. In the end it js 
quite unlikely, in my opinion, that 
such a radical change in the method 
of taxation of life insurance compa- 
nies could be devised and enacteg 
within a period of one congressional 
session. When all of the issues are 
known, Congress will find it very dif. 
ficult indeed to reach conclusions, par- 
ticularly if due consideration is given 
to the interest of policyholders.” 


Tells Status Of 
Columbus Mutual, 
Ohio State Merger 


General agents and other production 
unit leaders of Ohio State Life and 
Columbus Mutual Life have received 
a bulletin from the head office signed 
by Frank L. Barnes, Ist vice-president, 
describing the merger status of the 
companies in light of recent develop- 
ments. Mr. Barnes explains that the 
idea is to bring the general agents up 
to date and to place in their hands a 
statement of fact. 

For more than a year and a half, 
the officers of the companies have 
been trying to work out a plan which 
would prepare them for a merger and 
protect the interest of Columbus Mu- 
tual policyholders while at the same 
time gaining agreement of those who 
“have sought to block our progress.” 
The efforts have been unsuccessful, 
it is explained, “not because the vari- 
ous plans devised failed to protect the 
interest of Columbus Mutual policy- 
owners, but, in our opinion, because 
those seeking to block our progress 
would have objected to any plan we 
presented.” 


Only one course was left, Mr. Barnes 
state refuse to file it, thus giving 
and go ahead.” An amendment to the 
Columbus Mutual charter was ap- 
proved by the stockholders of. that 
company Oct. 28 and was approved by 
the attorney-general of Ohio with a 
recommendation that the secretary of 
state refuse to file it, thus giving 
Columbus Mutual legal right to file a 
writ of mandamus and secure directly 
from the Ohio supreme court a com- 
plete hearing and final ruling on the 
amendment and its protection of all 
policyowner interests. This writ has 
been filed and the case has been ac- 
cepted for hearing by the Ohio su- 
preme court. 

Mr. Barnes says that it is felt that 
the case will move forward reasonably 
quickly. By seeking a direct hearing 
and ruling from the supreme court, 
there is demonstrated proof of the 
integrity of purpose of the manage- 
ment, he explains, as well as a belief 
in its right to amend the charter and 
a confidence in the completeness with 
which the interest of policyholders 
have been protected. 

There is included with this state- 
ment a copy of the articles of incor- 
poration of Columbus Mutual and the 
proposed amendment to the charter. 
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PEIRCE TELLS LIAMA MEMBERS: 
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Betfer Managers Mean Lower Turnover, 
So Seek Agents With Management Flair 


Development of better managers is 
one of the best ways of helping solve 
the agent turnover problem, and one 
of the most effective ways of obtaining 
better managers is to persuade field 
managers to recruit men with man- 
agement potential as well as men with 
sales potential, said Managing Director 
Frederic M. Peirce of LIAMA at the 
annual meeting of that organization in 
Chicago. 

Noting that the company expansion 
and decentralization plans increase the 
yearly total of management men need- 
ed to staff agency outlets, Mr. Peirce 
asked: “Can we spend money more 
intelligently than in development of a 
procedure to assure an adequate pool 
of well-trained field managers we have 
raised ourselves?” 

Mr. Peirce also discussed the recent 
broadening of LIAMA research to cov- 
er the sale of property and liability 
coverages by life agents, and its pos- 
sible effects on company operations. 

Following is an abridged version of 
Mr. Peirce’s talk: 

How can manpower turnover be re- 
duced? The answer, as each of us will 
testify, is not a 
simple one. Yet, 


observe the varia- 
tions in ability to 
successfully estab- 
lish men which oc- 
cur between the 
agencies of a com- 
pany which offers 
the same facilities 
and opportunities 
to each of its man- 
agers. A company 
may make availa- 
ble excellent recruiting material, a 
careful selection procedure, a gener- 
ous financing plan, a complete train- 
ing program, the most handsome of 
sales material, and a highly competi- 
tive sales portfolio. With those facil- 
ities, the manager in Jamestown will 
build a topflight agency with high 
production per agent, and a low turn- 
over rate. The manager in Johnstown, 
however, with the same facilities at 
his command, will never get his agen- 
cy off the ground. The difficulty can- 
not be the facilities, nor the company. 
Doesn’t the difference lie in the abil- 
ities and the skills of the manager? 





Frederic M. Peirce 


Are we, even yet, placing enough 
emphasis on the importance of select- 
ing and developing capable managers? 
Most companies have well-developed 
selection and training programs for 
securing agents. Has this procedure 
been promoted, forgetting that the 
man who will make it work is the man- 
ager? That he must have skills beyond 
that of selling life insurance? That he 
must have executive ability, the facil- 
ity to direct the efforts of others? That 
he must have the ability to transfer to 
others the skills that he possesses? 
That the method of prospecting and 
selling which he followed as an agent 
Is a key to the kind of an agency he 
will build, since men tend to create 
others in their own image? 

_Can we best attack this problem of 
field underwriter turnover by devel- 
oping better field managers? Can we 
persuade our present field manage- 
ment team that our company’s best 
hope for the future lies in their re- 


it is interesting to @ 


cruiting men with management poten- 
tial, as well as men with sales ability? 
Can we develop a program which will 
mature the best of those candidates 
as skilled management men, products 
of our own company, whose life in- 
surance habits we have formed, and 
whose capabilities we know well, from 
observation over their entire insur- 
ance life? 

A study several years ago of a ma- 
jority of the top 50 life insurance 
companies in the United States and 
Canada indicated management turn- 
over measured against total number 
of agencies ranged between 8% and 
10%. Perhaps these companies had 
more than the industry average of 
well-established agencies. If so, the 
turnover rate in less well-established 
companies may well be more than 


that percentage. Certainly, company 
expansion and decentralization plans 
further increase the yearly total of 
management material needed to prop- 
erly staff agency outlets. Can we in- 
vest money any more effectively than 
in the development of a procedure 
which will assure an adequate pool 
of well-trained field managers which 
we have raised ourselves? It is a de- 
cision which must be made today, if 
we are to reap the benefit tomorrow. 

Eventually, any consideration of life 
insurance sales management manpow- 
er leads back to the agency depart- 
ment staff in the home office. Perhaps 
at the association we are more than 
ordinarily conscious of the constant 
demand for capable agency depart- 
ment personnel. Frequently, we are 
told of the company’s need. (Even 
more frequently, it seems, our own 
staff is a favorite hunting ground!) 
But it is our observation that it is still 
the exceptional company, large or 
small, which does not find it necessary 
to go outside its own ranks to find the 
ability it needs to staff its agency de- 
partment. 


Here again the question of empha- 
sis is raised. The agency department 
is the genesis of the whole process of 
developing a field organization. With- 
in the framework of company objec- 
tives, it must establish the policy, de- 
velop the plans, secure the field man- 
agement manpower, and provide the 
leadership and inspiration. 

If the field manager is a key figure 
because he is responsible for the de- 
velopment of successful field under- 
writers, is it not many times more 
true that the agency department is 
the key to the creation of a successful 
field management team? Is it logical 
for a company to have a development 
plan for agents and field management, 
yet not have a process established for 
maturing men for home office agency 
management? 

Perhaps a part of the answer is 
dollars. Companies which have well- 
staffed departments with no dearth 
of replacements when needed, bring 
into the company in supervisory po- 
sitions men who have been successful 
agency managers. These men are paid 

(CONTINUED ON PAGE 22) 
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When you play golf . . . go to a party . . . visit 
friends . . . spend an evening at the club . . . don’t 
you often wish you had your briefcase so you 
could answer questions casually asked of you 
about taxes, social security, etc.? 


No longer need you wish you had a briefcase 
full of information when you are out socially. 
Available for the first time anywhere is the hand- 
iest aid you’ve ever seen — to make you a mem- 
ber of the Million Dollar Roundtable! It’s a helpful 
facts manual — so small, it fits into your wallet 


It’s full of such features as individual and 
joint income, estate, and corporation tax tables; 
exemptions; insurance deductions; social security 
benefits; a personal address and phone number 
directory; an emergency identification card for 
your own personal use; and rates of important 


life plans. 


the nation. 


like a credit card — yet so comprehensive, it gives 


you the answers to questions most commonly 
asked of you when you are out on the town. 





This handy wallet-size FACT BOOK is available on request 
only to agents and brokers licensed to do business in the thirty-three 
states and Territories of Hawaii and Alaska in which Beneficial 
Standard Life Insurance Company operates. These states are: 





Alabama Idaho Montana Tennessee 

Arizona Ilinois Nevada Texas = 
Arkansas Indiana New Mexico Virginia 

California Kentucky North Dakota Washington 

Colorado Louisiana Ohio West Virginia 

Delaware Michigan Oregon Wyoming 

Dist. of Columbi Mi ft Oklah om 

Florida Mississippi Pennsylvania ide ica ‘a 

Georgia Missouri South Carolina It's beneficial for you ] city 


to usted Nace 8 


ee 


ie, Oe 





If you’re an agent or broker in one of the areas 
listed below, it’s absolutely FREE from the fastest 
growing life and disability insurance company in 


oes eee ces eee ees PLEASE PRINT oon oe ee ee ee ee 
BENEFICIAL STANDARD LIFE INSURANCE Co. 
756 So. Spring St., Los Angeles 14, Calif. 


Please send my FREE copy of the 
wallet-size FACT BOOK today. 
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Cites Importance Of 
Creativity In Success, 


Progress Of Business 

Although the success and progress 
of any organization are becoming in- 
creasingly contingent upon creativity, 
the trend toward conformity is becom- 
ing more and more evident, G. Her- 
bert True, assistant professor of mar- 
keting at Notre Dame university, told 
LIAMA’s annual meeting at Chicago. 

This conformity stifles creativity at 
a time when the country’s greatest 
need is increased creative thinking, he 
said. He warned against a hardening 
of attitudes and suggested that the 
status quo must not be accepted as 
final and absolute truth. He urged 
cultivation of new ideas and open 
mindedness. It might be better to op- 
erate on the thesis that if something 
works, it is already obsolete. 

Industry can save itself from me- 
diocrity and stagnation by doing 
things, he said. Nothing happens in 
business or anywhere else’ unless 
something is created. Yet most exec- 
utives know less about creative be- 
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havior and how to stimulate it than 
any other subject. 

He advised executives not to sur- 
round themselves only with men who 
agree with them and not be content 
with the average in others or them- 
selves. Dissenting ideas often may be 
creative ideas. “Dare to be different if 
you wish to be creative in your think- 
ing,” he said. 

Age, intelligence, heredity, exper- 
ience, education, health or welfare 
are independent factors which do not 
seem to be tied to creativity. 

Significant individual achievements 
and human advancements seem to be 
the results of three closely related 
elements, he said. One is composed of 
the individual’s inner qualities, atti- 
tudes and feelings, his curiosity, es- 
tablished sense of values, tendency to 
experiment, to dare to be different in 
things that make a difference, and 
his desire to associate and communi- 
cate with other people. 

The second element concerns ex- 
ternal surroundings, things the indi- 
vidual does not control but which he 
may alter or change. The third ele- 
ment is related to the individual’s 


general cultural and social environ- 
ment. 

An atmosphere of safety, in which 
an employe need not be afraid to 
broach a new idea, and recognition of 
the creative potential of every em- 
ploye are necessary conditions for get- 
ting the most creativity out of every 
individual. It is management’s re- 
sponsibility to encourage the ques- 
tioning employe who tries to devise 
ways to do his work better. By un- 
derstanding and acting on the basis of 
these creative principles, any execu- 
tive can raise his company’s profits and 
sales by 10 to 50%, Mr. True said. 
Home Owners Of Fla. Stock Issue 

Home Owners Life of Ft. Lauder- 
dale, Fla., has filed with Securities & 
Exchange Commission a_ statement 
seeking registration of 50,000 shares of 
class A common stock and 116,366 
shares of class B common. 

The company proposes to offer the 
class A shares at $5 apiece to its 
agents. The class B shares will be of- 
fered to stockholders at $6 apiece at 
the rate of two for every five shares 
held. Proceeds will be used for com- 
pany operations. 






















Group Insurance Plans 


Are Not Alike 


plans. 


The 


Low net-cost, morale-building 
coverages, and simplified adminis- 
tration! These are some of the ad- 


vantages of LNL’s Group insurance 


And they’re additional reasons, 
too, for our proud claim that LNL 


is geared to help its fieldmen. 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Its Name Indicates Its Character 


Fort Wayne 1, Indiana 
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Must Develop 
Managerial Abilities, 
Allen Tells LOMA Grads 


The problem of developing the abilj. 
ty of managerial people to manage 
themselves and others is a major chal. 
lenge to management today, according 
to J. Finlay Allen, vice-president ang 
secretary of Home Life of New York. 

The high employe turnover rate to. 
day makes it necessary for manage. 
ment to devote much effort to increas. 
ing the efficiency of workers, Mr, 
Allen told the first fall meeting of 
Society of LOMA Graduates at the 
home office of Home Life. 

Managers who would provide goog 
leadership should praise their subor. 
dinates for good work and take care 
in making criticisms; delegate authori- 
ty; properly evaluate each person’s 
contribution to the enterprise; estab- 
lish a reputation for honesty and fair 
dealing with employes, and acquire 
the fundamental ability to apply the 
golden rule. 

Managerial people can help solve the 
problem of developing tomorrow’ 
management by developing themselves 
and helping others develop, Mr. Allen 
said. Management can provide the 
proper climate for learning and help 
people learn how to think. However, 
people cannot be manipulated or 
changed into something they are not, 
Problems of this type can be solved, 
Many persons, although young, are 
ready to accomplish things and take 
responsibility. 

Management also faces the problem 
of obtaining an adequate supply of 
quality personnel. Although insurance 
companies and banks have a low-pay 
reputation dating to the 1920s, they 
have tried to make it up by providing 
better working conditions and more 
fringe benefits. Today they are doing 
their best to pay the going rate. Some 
industries do pay better but have oth- 
er disadvantages. Insurance companies 
need good sources of applicants, good 
selection processes and good salaries. 
Management must make sure the sal- 
ary is fair for the job and the em- 
ploye’s performance worth the pay, 
Mr. Allen said. 


People are creatures of habit and 
tend to resist change. Management 
should recognize this and work on the 
problem of developing its adaptability. 
Managers must struggle against habit 
and inflexibility. Management must 
work to create an atmosphere of adapt- 
ability and willingness to meet change. 
Sometimes new methods do not work 
smoothly. But if the people who de- 
veloped them are criticized, they may 
feel it is not worthwhile to be a pio- 
neer, he said. 

William W. Eitel, methods manager 
of Home Life and president of the 
society, presided at the dinner meeting. 
The next meeting will be Dec. 4 at 
the New York Life home office. J. 
Howard Ditman, vice-president and 
compiroller of New York Life, will 
speak. 


Indianapolis CLUs Get Diplomas 

Thirteen candidates for the CLU des- 
ignation were awarded diplomas at the 
November meeting of Indianapolis 
chapter of CLU. Fitzhugh Traylor, im- 
mediate past-president of the national 
society, made the presentation. 

A panel discussion of the benefits 1 
the insuring public of the CLU trail 
ing program was also presented. Pat 
ticipants were Arnold Berg, Indiat- 
apolis Life; Dan W. Flickinger, genet 
al agent of John Hancock, and Charles 
A. McCotter, Northwestern Mutual 
Life. 
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iIAMA ANNUAL MEETING 





HieNATIONAL UNDERWRITER 


NALU President Urges Research To 
Eliminate ‘Atmosphere of Confusion’ 


Addressing the annual meeting of 
LIAMA at Chicago, President Albert 
C. Adams of National Assn. of Life Un- 
derwriters challenged the insurance 
business to investigate the long-range 
effect of its own recent product devel- 
opments. In urging the need for a joint 
effort by field and home office man- 
agement to eliminate an “atmosphere 
of confusion,’ Mr. Adams warned that 
to ignore the situation would result in 
federal supervision or trade unionism. 

Certainly, all can agree that changes 
are taking place rapidly. Some of these 
changes are due to 
external influences 
such as taxes, po- 
litical pressures, 
and the cost of liv- 
ing. Other changes 
are taking place, 
it would appear, 
because of internal 
pressures, one of 
which is the race 
for volume. 

It seems to me 
that the external 
pressures on our 
business are largely beyond our con- 
trol, but the reaction of the industry 
to the internal pressures, being under 
control of management and field for- 
ces, can be contained. If we agree to 
this, there is real hope that the in- 
dustry can come through this period 
of confusion with both feet on the 
ground and level off at a much higher 
plateau of public service. I think no 
one would deny that company man- 
agement and field forces are single in 
this purpose in spite of surface indi- 
cations that field-company relations 
may be confused. 





Albert C. Adams 


It seems to me that now is the time 
for field men and management to co- 
operate to correct the atmosphere of 
confusion which can point one way to 
federal supervision, or trade union- 
ism. These alternatives are certainly 
as distasteful to us as they are you, 
but if either should occur the respon- 
sibility will be mutual. The world is 
not large enough that we can run so 
far as to escape these problems. We 
must face up to them. The solution 
requires leadership on both sides of the 
fence—joint leadership, if you please. 
Neither you nor we can do it alone. 

That many of our problems are the 
responsibility of the field as well as 
management should be _ self-evident. 
The volumitis bug bites field men and 
management alike; the desire for the 
trick policy, the tax gimmick, the 
quick hit-and-run sale is as prevalent 
in the field as in head offices, but 
many of these things are not good for 
our business or the public. On both 
Sides there seems to appear a growing 
desire to rationalize short-cuts and 
abuses so long as they produce more 
business. 

Let us take a look at some of the 
major areas inviting abuses at this 
time. First, I would cite group insur- 
ance. From my point of view and ob- 
servation, it is the biggest and dark- 
est cloud on the insurance horizon to- 
day. Take the matter of group limits. 
There appears to be no sound ap- 
proach to this problem. The standards 
we have attempted to establish have 
been arbitrary and seem to have little 
or no connection with sound under- 


writing practices. 

Dollar limits that bear no relation- 
ship to earnings or economic worth, 
whether large of small, invite and en- 
courage anti-selection. Is mortality 
experience so good and will it con- 


tinue to be so good, that we can 
throw caution and common sense to 
the winds? It is common knowledge 
that the placement of group cases fre- 
quently hinges on the willingness to 
grant relatively large amounts on key 
people at older ages who would other- 
wise have to pay substantial premi- 
ums for individual insurance. 

This is obviously unwholesome, no 
matter how fully it is rationalized, 
competitively or otherwise, and the 
dangers are compounded when cases 
of this kind are superimposed on one 
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another. If life insurance can be sojq 
so cheaply and so carelessly on , 
group basis, why must we select g 
carefully for individual] insurance ang 
why do we charge so much for jt) 
And how can we explain this to the 
public? 

By the same token, how can we 
grant group insurance rates and coy. 
erages to extremely loosely knit 
groups, some of which exist as a unit 
solely for the purchase of group ip. 
surance, while at the same time 

(CONTINUED ON PAGE 26) 
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Texas Board Holds 
Hearing On New 
Policy Form Rules 


At a recent hearing in Austin, Tex., 
described by Penn Jackson, chairman 
of the Texas board of insurance, as of 
a preliminary or exploratory nature, 
some 200 insurance men were on hand 
either as observers or participants on 
the subject of the state’s proposed new 
rules on policy forms. 


LIFE INSURANCE EDITION 


The question in the process of deter- 
mination is whether or not life policies 
and annuities are so written that they 
lend themselves to misrepresentation. 
The board had on hand its “Exhibit 
A,” which contains 13 proposed rules 
“designed as general guides.” Support 
or opposition, equally strong, to all or 
some of the 13 proposals was given by 
spokesmen for various segments of the 
insurance business. 

Ireland Graves, Austin attorney, rep- 
resenting some 20 old line legal reserve 
companies, warned that ‘When the 


board undertakes an_ interpretation 
other than that of the explicit lan- 
guage it violates the law. Restricting 
policy dividend sources other than that 
authorized by the statute by the board 
is amending the statute.” Also, he 
pointed out that some of the issues at 
hand were in need of clarification. 
John L. Smith, former Lt. Gov. of 
Texas, as attorney for United Bankers 
Life, also declared that the board 
should follow the specific provisions of 
the statutes concerning restrictions on 
issuance of policies, saying that adop- 


THE Phoenie Mutual FAMILY PLAN 


Rider may be attached to new Phoenix Mutual policies on a perma- 
nent plan. One unit of rider available for each $5,000 of basic policy. 


Each unit provides decreasing term insurance to age 65 on wife and 
$1,000 level term insurance ($500 before 1st birthday) on each child 
under 18 at issue, continuing to age 25. Children born after policy 
date automatically covered when 14 days old. Conversion of insur- 
ance on each child to any permanent plan up to five times original 


amount. 


SPECIAL FEATURES OF PHOENIX MUTUAL PLAN 
@ Maximum coverage when needed most — wife’s protection per unit is 
$3,125 at age 25; $2,250 at 40; $1,500 at 55; $1,050 at 64. 
@ Automatic Double Indemnity on both wife and children. 


@ Children’s insurance becomes paid up either upon husband's death or 
upon wife’s death. Wife’s insurance also paid up upon husband’s death. 








“A new concept of security for today’s modern living!” 


speciaL_Nore to: Loker and Surplus Wruitor . 


Family Plan Rider may be attached to the popular 
EXECUTIVE EQUITY PROTECTOR 


This is our $25,000 minimum. amount whole life 
contract with cash value equal to full reserve in 


FOR PROMPT SERVICE ON YOUR NEXT CASE — CALL YOUR NEAREST PHOENIX MUTUAL MANAGER 


MUTUAL 


HARTFORD, CONNECTICUT 





first and subsequent years. 














tion of the 13 proposals would amount 
to changing Texas laws. 

Stanley Hornsby, general counsel, 
Texas Legal Reserve Officials Assn., 
questioned Marcom Shockley, chief of 
the board’s actuarial division, on each 
of the 13 proposals. During this discus- 
sion, Mr. Shockley pointed out that the 
provisions were based on information 
which the board had asked him and 
his associates to collect and that it 
came from many sources. He expressed 
regret that any part of the insurance 
industry may have the idea that official 
action has already been taken. 

Francis G. Bray, New England Mu- 
tual Life, Houston, speaking for Texas 
Assn. of Life Underwriters, declared 
that the main interest of the members 
was the welfare of the people who buy 
life insurance, describing these buyers 
as the forgotten man in the discussion 
of policy types. He said that complaints 
from policyholders concerning divi- 
dends follow a pattern which makes 
it clear that the dividend payments of 
policies have been misrepresented. Al- 
so, life insurance should in no way 
contain an element of speculation, but 
that it should be such that it will serve 
the purpose for which bought. 

The proposed rules were supported 
by William R. Battle of Southwestern 
Life, Frank Rawlings, vice-president 
and general counsel of Century Life, 
Hilton Painter, president of Texas Em- 
pire Life & Accident, and Eugene Mc< 
Ardle, president of Southern Provi- 
dent. 

Some of those opposing the propos- 
als, all or in part, were H. Raymond 
Strong, Houston actuary; B. F. Biggers 
of Allstate Life; Miss K. K. Mitchell, 
Great Southern Life, and W. W. Heath, 
who gave some objections from Frank- 
lin Life. American National and Na- 
tional Old Line. 

Among other speakers were: James 
L. Shepard, Houston, for Prudential; 
Vernon Coe, for Texas Continental Life 
and American Trust Life; Larry W. 
Morris of Southern States Life; Henry 
V. Broady of American Capitol, and 
Ralph H. Kastner of American Life 
Convention. 


Natl. Life Of Vt. Holds Annual 
Breakfast For Mortgage Bankers 


A record 400 persons attended the 
annual Vermont maple breakfast spon- 
sored by National Life of Vermont at 
Dallas in conjunction with the Mort- 
gage Bankers Assn. of America con- 
vention. 

The gathering included the compa- 
ny’s mortgage loan correspondents 
throughout the country, bankers and 
representatives of title insurance com- 
panies. Hosts and hostesses were Pres- 
ident and Mrs. Deane C. Davis; Ex- 
ecutive vice-president and Mrs. L. 
Douglas Meredith; Addison C. Pond 
and William D. Taylor Jr., supervisor 
and assistant supervisor, respectively, 
of mortgages and real estate; Neil 
Thomason and Lester L. Blakely, dis- 
trict supervisor and assistant district 
supervisor, respectively, of the in- 
vestment office in Dallas; William V. 
Gresham, district supervisor of the 
investment office in Houston, and Tom 
McNiel, general agent in Dallas. 


Middle Atlantic Actuaries Meet 

Middle Atlantic Actuarial Club 
held its fall meeting Nov. 15 in Wash- 
ington, D. C. Howard W. Kacy, presi- 
dent of Acacia Mutual, delivered the 
welcoming address. 

Speakers included Robert A. Crich- 
ton, president of Variable Annuity 
Life, and Lloyd K. Crippen, vice-presi- 
dent and actuary of Acacia Mutual. 
James M. Bates, vice-president and 
actuary of Home Security Life, lead 
discussions onthe pre-authorized check 
plan, the family plan, grading premi- 
ums h~ size of policy and electronic 
equipm :nt. 
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Pacific National Life, 
Matson Assurance, 
OK Merger Proposal 


Merger of Pacific National Life and 
Matson Assurance into a California 
corporation retaining the name of 
Pacific National Life has been ap- 
proved by stockholders. H. B. Perrin, 
president of Matson Assurance, be- 
comes president of the new company, 
and Ray H. Peterson, head of Pacific 
National, has been named chairman. 


FeNATIONAL UNDERWRITER 


Matson shareholders will receive 
stock in the new company on a one- 
for-one basis, while Pacific National 
shareholders will be issued stock at 
.2634-for-one. The merged company 
will have nearly $300 million of in- 
surance in force and an annual pre- 
mium income of over $8.5 million. The 
home office will be located at San 
Francisco and executive offices will 
be at Salt Lake City. The company 
will operate in nine western states, 
Alaska and Hawaii, dealing in ordin- 
ary and group life and group A&s. 


Actual date of merger will be 
Nov. 26. Matson Navigation Co., par- 
ent company of Matson Assurance, 
bought 93% of outstanding Pacific 
National stock earlier this year. 


Honor 124 Employes At Banquet 

A banquet honoring 124 employes 
who have completed 25 years or more 
with the company was held last week 
by Pacific Mutual Life. Nine new 
members of the group, each of whom 
received a savings bond, were special- 
ly honored. 
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Premium payment made easy for 
both policyholder and agent 


MERICANS buy their homes, their cars and even 
A their TV sets by the month. Planning expenses, 
investments and savings by the month has become 
standard operating procedure for the American 
family. 

Now life insurance goes them all one better in 
convenience. Not only can Connecticut Mutual 
policyholders pay for life insurance by the month, 
but now they don’t even have to write and mail a 
check. ConNMuMatic authorizations to the com- 
pany and to the client’s bank make possible auto- 
matic deduction of monthly premiums from the 
policyholder’s regular checking account. 

And the policyholder saves, too. The automatic 
features of the plan enable the company to save ex- 
pense and the saving is passed along to the policy- 
holder. For example, a premium payment of $50 a 






“ys. mattooree © 
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month under the regular monthly premium plan 
would be $48.86 under ConnMuMaric, a saving 
of $19.68 every year. Several Connecticut Mutual 
policies may be included in each monthly payment 
— old as well as new — or policies for ali the 
family. Business life insurance may also be paid 
this way. 

With this new convenience Connecticut Mutual 
agents and brokers can sell more life insurance be- 
cause the payment method conforms to most 
people’s bill-paying methods. And paying pre- 
miums will be less trouble than paying most bills. 
There will be far fewer late premiums and lapses 
because insureds “forgot to send a check.” 

Connecticut Mutual General Agents will be glad 
to provide brokers with complete information on 
how easy and valuable it is to use CONNMuMartic. 


The Connectient Mutual 


LIFE INSURANCE COMPANY : HARTFORD 
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Family Policy Problems 
Discussed In Detail At 
Pacific Actuaries Mee} 


Divorce and remarriage create hand. 
ling problems under the family policy 
according to discussions at the 2-day 
annual fall meeting of the Pacific 
States Actuarial Club at Santa Bar. 
bara, Cal. 

One company handles the divorce 
problem by continuing the coverage 
on the ex-wife unless the husbang 
takes action. The husband can haye 
the wife’s face amount transferred ty 
his life and include coverage on the 
new wife within six months of re. 
marriage without evidence of insur. 
ability. 

One company made a study to de. 
termine whether its family policy has 
resulted in a reduction of juvenile 
business. It found that juvenile sale 
were as high as before the introduction 
of the family policy. Three companig 
indicated they are writing the family 
plan on substandard up to 250% on 
both husband and wife. 

One company found the average age 
of husbands was just over 30 years, 
while the average age of wives was 
about three years younger. The aver. 
age age of children was 2.4. Approxi- 
mately % of the applications include 
wives who were pregnant. 

The lapse rate on individual A&$ 
policies was discussed. One company 
writes all policyholders who have al- 
lowed their A&S policies to lapse. 
There has been a 12% return on 1,60 
inquiries. The replies have been friend. 
ly and revealing. 

Meno T. Lake, actuary of Occidental 
Life of California, was elected presi- 
dent of the club to succeed Ralph H. 
Niles, actuary of Standard of Oregon 
G. Frank Waites, actuary of Coates, 
Herfurth & England, was elected vice- 
president and John M. Blackhall, as- 
sistant actuary of California-Western 
States Life, was elected secretary. Six- 
ty attended the meeting. 


Agents, Republic National 
Underwriters Confer At 


Experimental Forum 


Economic Life Agency of Chicago 
was host to more than 100 agents 
who met with underwriters from Re 
public National Life in an experimen- 
tal forum on problem cases. 

During the 3-day conference, un- 
derwriters reviewed with agents over 
$5 million of life business plus a sub 
stantial amount of A&S and group 
business, and as a result, underwriters 
were able to make on-the-spot offers 
on special class business. Represent: 
ing Republic National Life were E. fF. 
Brewer, vice-president underwriting 
department, Jack Daniels, assistant 
vice-president underwriting, Edward 
Nadalin, assistant vice-president and 
brokerage director, and Allen Cureton, 
assistant vice-president and director 
of A&S agencies. Ira Lipshutz is pres- 
ident of Economic Life Agency. 


Cal. Department Has Conference 


LOS ANGELES—The California de- 
partment of insurance has conclud 
its second annual departmental super 
visory management conference at Pa 
cific Grove. The objective is to instruct 
personnel in application of leadership, 
skills and techniques, and to discus 
in full problems and procedures of the 
various units of the department. 


Harmelin agency of Continental A* 
surance at New York will hold anol 
er free, five-lecture course to prepaté 
brokers for the Dec. 13 New York state 
life agents’ examination. 
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onal There is a woman in Oklahoma who has discovered 
ompanie; one of the great benefits that can be gained through sell- 
1e family ing life insurance—the power to aid others to help them- 
250% on selves. Her name is Bessie Dale. 
prage age When Bessie Dale was a very young woman her hus- 
30 years band was invalided due to illness, and Bessie had to sup- 
ives Was plement her income as a department store clerk by selling 
| _ aver- life insurance. She did very well at this part time occupa- 
inches tion; so well, in fact, that she soon left the store and 
devoted all her time to this new and challenging vocation. 
ual A&S When the doctors advised the Dales to move to a gentler 
— climate as an aid to Mr. Dale’s recovery, they chose 
ola Lawton, Oklahoma. Once located there Bessie contacted 
Oo L. C. Mersfelder, general agent for Kansas City Life in 
n 1,600 : 
n friend. Oklahoma and signed a contract with him. 
will It didn’t take long for this energetic, likeable woman to 
ni 7 reach the financial security she wanted, and in time she 
Ralph H. was able to seek a chance to help others. Her opportunity 
ft Oregon. soon came. While walking through a park one day she 
f Coates, saw a ten year old girl, Esther, weeping bitter tears. 
a Bessie Dale comforted her and learned her story. The 
Wee little girl’s parents were unable to send her to school, and 
- Western 
tary. Six- little Esther wanted this above all else. 
Bessie Dale sent Esther through grade and high school 
; and thence through college. She watched her young 
ional protegee grow to womanhood, a bright, intelligent and 
At learned person. She watched Esther’s romance with young 
Dick Wray and beamed with joy when they were married. 
And then there came the day when Esther and Dick 
_ Chicago announced to Bessie the path they had chosen for their 
pl life’s work—life insurance—with Kansas City Life, of 
perimen- course. 
Nce, un- Esther’s is not an isolated case for Bessie Dale. There 
ents over are many others like it—the files of the Red Cross and 
us a sub Salvation Army can attest to that. For Bessie Dale has 
a found that selling life insurance for Kansas City Life has 
ot offers given her the richest reward of all—the chance to help her 
sg fellow man find security and happiness. 
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HteNATIONAL UNDERWRITER 


Suggest Better College Recruiting Strategy 


(CONTINUED FROM PAGE 1) 


Lyons, vice-president of New York 
Life. 

Describing specific jobs and what 
they offer the new college graduate in 
the way of income, satisfaction and 
growth possibilities, all speakers hit 
the point that for young men with ex- 
ecutive potential, challenging career 


opportunities in life insurance are to-. 


day more numerous and varied than 
ever before. 

Underscoring the need for better 
life insurance public relations on cam- 
pus, John Munschauer, director of 
placement at Cornell university, said 
that students have not been as well 
informed about careers in life insur- 
ance as they have about most other 


industries which do campus recruit- 
ing. Thus the life insurance recruiter 
suffers from an initial handicap, he 
said. 

In a sales workshop, reference was 
made to a recent survey of student 
opinion indicating that the great ma- 
jority of students hold an inaccurate 
and unfavorable image of al] life in- 
surance jobs. An agency vice-presi- 
dent commented: “While many of the 
fears and attitudes expressed by stu- 





It has been suggested that modern life 
insurance management should have men 
trained within its own organization “on the 
bench” continuously ready to step into 
opportunities arising from the orderly 
erowth and expansion of the business.* 
Northwestern National Life has been 
following this pattern for more than a 
decade. During the past five years it has 
called more than 29 such men “off the 
bench” into challenging openings in field 
management, and currently has 19 others 
in training as future leaders of successful 
agencies. This is just one of many reasons 
why our agents hold the NWNL franchise 


*With a nod to Ralph Engelsman for his thought- 
provoking remarks at the 1957 ALC Annual Meeting 


in highest regard. 
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dents have no basis in fact, it is ob. 
vious that these attitudes do exis, 
and that they do affect our campus 
recruiting results.” 

As the first step in an institutiona] 
program to build understanding 
the campus, a new Question-and-Ap. 
swer booklet published by Institute 
of Life Insurance came in for praise 
from placement participants. Opening 
with the question, “What does the life 
insurance business have to offer to 
the young graduate in search of a 
career?,” the booklet tells briefly the 
story of the life insurance business 
and describes specific home office ang 
field jobs. 


When do students form opinions 
about life insurance careers? In sey. 
eral workshops it was suggested that 
the major influence may not be on 
campus, but may occur earlier and 
depend on attitudes of family and 
friends. 

From comments of the placement 
directors, there emerged these major 
suggestions to help life companies jp 
their campus recruiting: 

1. Centralize your campus recruit- 
ing. Send just one man or one team to 
our campus each year. 

2. Make sure your individual re- 
cruiter is top-notch. He must be able 
to speak for all careers in your com- 
pany, both field and home office, in- 
cluding actuarial. 

3. Make sure what you have to of- 
fer is competitive with what other 
businesses are offering. Competition 
among all businesses for new college 
graduates is stiffer today than ever 
before. 

4. Make sure what you have to of- 
fer is what will appeal to the students 
you seek. 

5. Provide attractive opportunities 
for pre-graduation work and training. 

In his plea for centralized recruiting 
controlled by the home office, one 
placement director said he often has 
as many as six different recruiters 
from the same life company coming 
at six different times during the year. 

He explained some of the problems 
involved: “For example, when more 
than one general agent from a com- 
pany visits the campus, the placement 
man has the problem of trying to de- 
cide which have a sound operation 
and a good training prcegram for col- 
lege men. Time is an increasing prob- 
lem with placement officers and so 
the'* aim is to cut down, rather than 
build up, the number of recruiters 
coming to the campus.” He went on 
to point out that lack of coordinated 
recruiting by home office segments 
can be as much of a problem as by 
agency interests. 


Life companies have a good story to 
tell about home office opportunities, 
the placement officers believe, but the 
stcry is not getting across. 

“The new graduate wants to know 
that there is a ladder of progress for 
him to climb and he wants to see this 
svelled out in some detail,’ a place- 
mt director said. 

As evidence that the progress story 
is not getting across, several place- 
ment men expressed surpzive at job 
outlines show!ng that a qualified col- 
lege graduate has an excellent chance 
ta reach a reascnable income and Ire 
sponsibility level in the home office 
by age 30. 

Attention was called to recent rap- 
id expansion of all industry with the 
azcompanying need for men at the 
second and third lev2ls of manage 
ment. College men are aware of this, 
placement directors emphasized, and 
the question they ask any prospective 
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employer is: “How fast can I move 
into these early management stages?” 

On presenting the sales career, 
placement directors recommended 
that companies put more emphasis on 
the opportunity to serve mankind and 
not so much on the income factor. 

Suggesting that the present college 
crop is “not solely interested in secur- 
ity,’ one placement man urged em- 
phasis on “the challenge of life insur- 
ance selling.” He said this would give 
the agent’s career more appeal. 

While pre-graduation training 
through summer jobs was strongly 
recommended, the caution was issued 
that “the summer job program must 
pe well done or it is better not done 
at all.” 


Placement people reported adverse 
reactions from many students who 
said their summer jobs with life in- 
surance companies were “too monot- 
onous.” An opinion was expressed 
that a definite correlation exists be- 
tween “the attention a company gives 
to its summer job holder, and whether 
or not he returns to seek permanent 
employment.” 

The question was asked whether 
some of the larger life agencies could 
furnish interesting summer work for 
college students. A general agent ob- 
served that this is being offered in a 
few agencies, with students assigned 
to do service work and help agents 
prospect. 


Four Policyholders Sue 


Mutual Of Omaha Over 


Life Company Purchase 


Four California policyholders of Mu- 
tual Benefit H.&A. have filed a $231 
million suit against the company and 
its officers in federal court at San 
Francisco. They charge a conspiracy 
to use the company’s facilities and 
assets to build up United Benefit Life 
to the detriment of Mutual Benefit 
H.&A. The complaint charges that 
the conspiracy, which began in 1927, 
resulted in the sale of United Benefit 
to Mutual Benefit H.&A. for more 
than $2314 million. 

The four policyholders are Clifton 
Hilderbrand, D. G. Pafs and L. B. 
Nadeau of Oakland, and Mrs. Eunice 
R. Voerckel of Pleasanton, Cal. In- 
dividuals named in the complaint are 
N. L. Criss, medical director, V. J. 
Skutt, president, William D. Lane and 
and E. S. Adams, directors, and C. 
Truman Redfield, Chicago general 
agent and a stockholder. 

P. E. Horn, general counsel of Mu- 
tual Benefit H.&A., said in a statement 
that Mutual of Omaha has no know- 
ledge of the suit other than what was 
carried in a United Press dispatch. 
However, he said, it appears that the 
suit is an attempt to relitigate a ques- 
tion decided in favor of the company 
in 1952 in Douglas county, Neb., dis- 
trict court, in a similar policyholders’ 
suit. 


Failla, Neustein To Address 
Brooklyn Agents On Nov. 20 


The Brooklyn branch of New York 
City Assn. of Life Underwriters will 
meet Nov. 20 at 2 p.m., in the Hotel 
St. George. Speakers will be George 
Failla, manager of Metropolitan Life, 
who will discuss “Three Lessons in 
Prospecting,” and Wilbur Neustein, 
associate manager of Prudential, who 
will tell “How to Get 100 Reference 
Leads in Two Days.” They will answer 
questions at the conclusion of the pro- 
gram. Non-members are invited. 


LIFE INSURANCE EDITION 


LIAMA Meeting Spotlights Creative Thinking 


(CONTINUED FROM PAGE 1) 


stood form. There were also other 
visual aids and several examples of 
sound-recordings adapted to various 
life insurance purposes. The _ session 
will be covered in a subsequent issue. 

There was much interest in the talk 
of G. Herbert True, assistant profes- 
sor of marketing at Notre Dame uni- 
versity, who declared that creative 
thinking is the key to the success of 
any organization. 

Mr. True warned his audience 
against a “hardening of attitudes,” 
suggesting that the status quo must 
not be accepted as final and absolute 
truth. One might better work on the 
thesis that if something works it’s 
already obsolete, he said. 

“Nothing happens in a business or 
elsewhere unless we create some- 
‘thing,” said Mr. True, “yet most ex- 
ecutives know less about creative be- 
havior and how to stimulate it than 
any other subject. 

“Don’t surround yourself only with 
men who agree with you, and above 
all, don’t be content with the average 
in others or in yourself. Recognize 
that dissenting ideas may often be 
creative ideas, and be ready to admit 
an error on your own part. Dare to 
be different if you wish to be creative 
in your thinking.” 

e 

Basing his remarks on more than 
six years of research in business, Mr. 
True asserted that significant individ- 
ual achievements and human _ ad- 
vancements seem to be the result of 
three closely related elements: 

“One is composed of the inner qual- 
ities, attitudes and feelings of the in- 
dividual—his curiosity, his established 
sense of values, his tendency to ex- 
periment, to dare to be different in 
things that make a difference, and his 
desire to associate and communicate 
with other people. 

“The second element concerns ex- 
ternal surroundings, things the indi- 
vidual does not control but that he 
may alter or change. 

“The third element is related to the 
individual’s general cultural and so- 
cial environment.” 

Mr. True asked his audience, “How 
high is your D.I.1.Q.?” This he ex- 
plains as the Daily Idea Interruption 
Quotient, how many times a day you 


are interrupted by employes bringing 
you new ideas. “Progress,” he said, 
“requires a high D.1.1.Q.” 

An atmosphere of safety, in which 
an employe need not be afraid to 
broach a new idea, and recognition of 
the creative potential of every employe 
are necessary conditions for getting 
the most creativity out. of every in- 
dividual. 


“It is management’s responsibility,” 
the speaker said, “to encourage the 
questioning employe who tries to de- 
vise ways to do his work better.” 

By understanding and acting on‘ the 
basis of these creative principles, said 
Mr. True, “any executive can raise his 
company’s profits and sales by 10 to 
50%.” 

A number of talks given at the an- 
nual meeting are reported elsewhere 
in this issue. Others will be covered 
in subsequent issues. 














Charles H. Schaaff, executive vice- 
president Massachusetts Mutual, (left) 
and Frank ~Vesser, vice-president 
General American Life, (center) are 
shown with S. Rains Wallace, director 
of research of LIAMA, at the annual 
meeting of LIAMA at Chicago. 
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Shown here at the annual meeting of LIAMA at Edgewater Beach hotel in 
Chicago this week are (left to right): Marvin E. Lewis, agency vice-president, 
Bankers Life of Iowa; Frederic M. Peirce, managing director of LIAMA: 
D. N. Warters, president Bankers Life of Iowa; and Charles G. Heitzeberg, 
vice-president in charge of agencies of Mutual Benefit Life. 













Frank-P. Samford, Presid 


tij.and economically.” 





oF «6 
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¢ its organization in 1900, the guiding principle of Liberty National 
InsuPance Company has been to achieve success by deserving it; to 
‘if policyholders and their beneficiaries with a fair, unselfish contract 
construe it liberally in their favor; to serve them faithfully, adequately, 
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tional’ but has been administered in tions made by the attorney general 


Texas Attorney General a manner to permit charges in excess and the board’s staff. 


Asks Board To Help of the 10% legal annual interest rate. Cecil E. Burney of Corpus Christi, 
He said that if the board would stop speaking as attorney for Texas Con- 


S top Usur Y Law Ab uses abuses on the insurance end, he would sumers Credit Insurance Assn., urged 

Texas Attorney General Wilson has work with local prosecutors to combat the board to wait two years to revise 
asked the insurance board to help stop excessive charges on straight lending. rates. He and other industry spokes- 
abuses of the state usury law, but “Between us, we’ll plug it up,’ he men declared that the full effect has 


credit insurance spokesmen have declared. not been felt from rate cuts and other 
urged the board to go slow in making . changes ordered by the board in mid- 
changes. Chairman Penn J. Jackson of the 1956. The loss ratio has doubled since 


Mr. Wilson said the Texas law per- insurance board replied that the the 1956 order, the board was told. 
mitting a lender to require insurance board would “take reasonable action The attorney general’s office pre- 
of a borrower is “probably constitu- in reasonable time’ on recommenda- sented findings of an 











ADVERTISING AT WORK 


John Hancock advertising works constantly in leading mag- 
azines and other far-reaching media to support our repre- 
sentatives. These messages prompt millions of readers to 
study their life insurance needs. 
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conducted this year in 10 cities covey. 
ing credit insurance and loan com. 
panies and submitted the following 
recommendations: 

1. The amount of life and A&s$ jp. 
surance required be no greater than 
needed to pay off the loan. 

2. Agent commissions should be re. 
duced to pay only for reasonable ser. 
vices actually rendered. 

3. The 3-day retroactive type of 
A&S policy is too expensive to re. 
quire on a loan. A cheaper 14-day 
retroactive plan is more generally 
used elsewhere. 

4. Requiring hospitalization insyr. 
ance on a loan is of doubtful value 

Assailing the recommendations op 
the ground that they would “render 
credit insurance as dead as a dodo,” 
Herbert G. Tigner of Houston, head 
of two insurance companies, said jt 
would be impossible to enforce the 
usury law against widespread viola. 
tion, if the attorney general’s recom. 
mendation is followed. 


Ala. Gets Serious On 
Law Recodification 


The Alabama _ interim legislative 
committee working on recodification of 
the states’s insurance laws has voted to 
hire the law firm of Williams & Will. 
iams of Seattle, which has a wide re. 
putation for its work in drafting and 
modernizing insurance codes, at a fee 
of $22,000. The committee’s appropri- 
ation is $25,000, and at a hearing in 
Montgomery it was suggested that the 
insurance business defray part of the 
cost of the recodification work. 

Richmond M. Flowers, a member of 
the committee, announced that he had 
resigned as president of Alabama Gen- 
eral to devote his full time to the study, 
Sen. Broughton Lamberth of Alexander 
City was elected president of the Ala- 
bama company to succeed Mr. Flowers 
and Rep. Bryce Davis of Cullman was 
elected chairman. Mr. Flowers indi- 
cated that he did not now have any 
connection with Alabama General in an 
executive capacity or with any other 
insurance firm. : 

Mr. Flowers said that the effort will 
be to make the state’s insurance laws 
the strongest and most equitable in the 
country. 

The entire executive committee of 
of Assn. of Alabama Life Insurance 
Companies attended the committee 
session to give its views on the recodi- 
fication. Frank P. Samford, president 
of Liberty National Life and head of 
the association, strongly supported the 
move to retain Williams & Williams. 
However, he warned the committee 
that it will not be easy to win approval 
of a new code. 


New Portland, Ore., Life 


Insurer Starts Operations 


investors Ins. Corp. of Portland, 
Ore., has received its certificate to 
write life and disability and expects 
to start writing business about Jan. 
1. Officers, who have been serving in 
a temporary status while the com- 
pany was being financed, are: A. J. 
Ingalls president; E. B. Burkitt vice- 
president, and Carl R. Wells, secre- 
tary-treasurer. : 

Capital and surplus exceeds $1 mil- 
lion. 


David H. James, who has been ass0- 
ciate actuary of Benefit Assn. of Rail- 
way Employees, has joined Walter C. 
Green, consulting actuary of Salt Lake 
City. Mr. James has a masters degree 
in mathematics from the University of 
Michigan. 
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COMPANY. CHANGES 


Continental Assurance 


Raymond J. C. Hodgson has been 
appointed assistant superintendent of 
agencies, Canadian department, at 
Toronto. He has been a field under- 
writer with the company since 1950. 

Edwin B. Thurman Jr. has been 
named manager of advanced under- 
writing and John P. Pahl agency as- 
sistant at the home office. Mr. Thur- 
man entered insurance in 1939 as an 
agent, and later became brokerage 
manager, life department manager 
and assistant general agent. Mr. Pahl 
has been in the business since 1954. 





Income Indemnity 

Fred L. Karras has been named 
vice-president of Income Indemnity 
to succeed Benjamin F. Rogers, who 
has resigned. Mr. Karras, who has 
been in insurance for 10 years, was 
previously with National Casualty at 
the home office. Income Indemnity, 
at the present time licensed to do 
business only in Illinois, is now seek- 
ing brokers and agents throughout the 
state, according to Mr. Karras. The 
company writes all lines of A&S, in- 
cluding blanket creditor A&S. Louis 
E. Caster is president and chairman 
of the company. 


General American Life 

A. William Evans has been ap- 
pointed director of administrative 
training and recruitment and William 
C. Fischer Jr. will- succeed him as 
manager of the personnel department. 
Mr. Evans, who has been with the 
company since 1940, will be responsi- 
ble for the planning, coordination and 
administration of the company’s var- 
ious training programs and of the re- 
cruiting of college graduates. 


Prudential 

Fred Riechers has been named A&S 
training consultant at the Los Ange- 
les office. He has been with the com- 
pany since last February as resident 
and division manager at Fresno. He 
will head A&S training for the com- 
pany’s ordinary agency field repre- 
sentatives in 11 western states and 
Hawaii. 


Bankers Security Life 


Philip Armato, has been appointed 
home officer underwriter in the A&S 
department. He began his underwri- 
ting career with Great American In- 
demnity in 1950, went with Royal- 
Liverpool group as an A&S underwrit- 
er in 1952 and joined the New York 
brokerage firm of Schiff, Terhune & 
Co. as head of the life department in 
1956. 


Lincoln National Life 


William J. Landen has joined the 
company as reinsurance supervisor at 
the home office. He has had five 
years home office underwriting exper- 
ience and a year in public relations 
with another company. 


SECURITY LIFE & ACCIDENT— 
Stuart C. Ferris has been appointed 
superintendent of agencies. Entering 
life insurance in 1939, he has worked 
in home office education and sales 
promotion. 





Query Circulation At Peak 83,775 


Query, American Society’s 4-page 
monthly commentary on _ financial 
planning, now has a peak 658 sub- 
scribers who mail a record 83,775 cop- 
les to clients and friends, according to 
distribution figures for the November 
Issue. This means that copies are be- 
ing distributed at a rate of 1 million 
a year. The subscribers are members 
of the society. 


Woolpert Of N. E. Life 
Claims World Record Of 
333 Apps In One Month 


Deane V. Woolpert, New England 
Life, Topeka, has claimed a new world 
record of 333 applications submitted in 
one month. He surpassed the 328 
mark set in 1924 by Frank M. See, 
retired general agent of New England 
Life at St. Louis. 

Mr. Woolpert worked 7 days a week 
and 15 hours a day, interviewed 920 
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people and traveled 4,000 miles in his 
car, nearly all of it inside Topeka city 
limits. His weight dropped from 165 
to 146 pounds. 

Mr. Woolpert, who joined the com- 
pany last February, carried large legal 
size pages on which was written, “I, 
the undersigned, do hereby agree to 
help Deane V. Woolpert break the 
world’s record for the most life in- 
surance applications written in one 
month. The record is 328.” Underneath 
were spaces for signatures and the 
amount of life insurance that each 


4,306,560 


the A-B-C’s of simple 


programming 




















...@ company that looks to the future! 


2,600,000 


1,000,000 


programming system. 


insurance industry. 





@- 3 Manned Mo 


& MONTHLY 


JAN FER “AR APR 


Agents are easily trained and quickly achieve substantial 
quality production under the “Planned Money” simple 


signer agreed to purchase. Mr. Wool- 
pert said more than one out of every 
three persons he approached agreed to 
sign, and more than 95% stood by their 
agreements. He said he was impressed, 
by the large number of quality pros- 
pects who had no life insurance at all, 
or else had far less than they should. 
He said a large percentage had no 
insurance on their wives and children. 

He gave much of the credit for his 
achievement to his wife, Ginger; Her- 
bert Langsdorf Jr., his general agent; 
Roland Williams, his supervisor, and 
five office girls who did his paperwork. 
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This Life Advertisers Association National Award win- 
ning program is complete in itself and includes its own 
Trainer's Guide and Agent’s Training Manual. 

Using “Planned Money 
pect’s attention while moving quickly through the Visual 
Fact Finding @uestionnaire, Automatic Calculator and 
Chart into the close. “Planned Money” makes one inter- 
view programming sales a reality! 

Exclusive with Pacific Mutual, “Planned Money” is one 
of the most successful programming methods in the life 
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Commissiorer's Responsibility To Himself 


The last of the primary responsibili- 
ties of the insurance commissioner 
mentioned by Arthur I. Vorys, insur- 
ance superintendent of Ohio, in his 
recent talk at New Orleans, are those 
personal to himself. These responsibil- 
ities he said, are probably the most 
important of all. 

The commissioner is responsible for 
his own responsibility, he said. Some of 
his decisions are lonely ones indeed. In 
making them he must be certain they 
are well founded, uncontaminated by 
rancor or prejudice, fair and proper. 

To achieve such certainty, Mr. Vorys 
believes, a commissioner must labor 
long and hard, must sophisticate him- 
self in areas where his experience and 
knowledge have not previously taken 
him. He must have a real sense of 
propriety and integrity. Personal favor, 
fear or advantage must be driven from 
his mind. He must be consistent, imag- 
inative within the confines of the law, 
philosophical, ]ook forward to the broad 
horizons of the future of the industry 
and make preparations for them. 

He must be willing and able to ex- 
plain his reasons for doing what he 


does without feeling that he is being 
imposed upon. He must be patient and 
courageous. He must be humble 
enough to recognize his own fallibility, 
yet firm and decisive. 

These are the responsibilities a com- 
missioner has for his own conduct. 
They demand a self-discipline not easi- 
ly imposed, and difficult to sustain. 
Yet they are requisites of the office. 

The future of the insurance industry 
is in the hands of today’s generation, 
he said. If the industry accepts its 
responsibilities, if the commissioners 
accept their responsibilities to their 
own states, to the nation and for them- 
selves, the future is secure, and the 
public will benefit along with the in- 
dustry itself. 

If the responsibilities of the present 
are not shouldered either by the in- 
dustry or the commissioners, he de- 
clared, in this time of enormous change, 
local regulation will be lost, private 
insurance enterprise will wither away, 
and the heritage of the past will die. 
—Kenneth O. Force, executive editor 
NATIONAL UNDERWRITER Fire-Casualty 
Edition. 


‘What Kind Of Man Buys Life Insurance?’ 


How do you shame people into buy- 
ing life insurance when it’s much 
more fun to spend the money for 
something like a new car, a color TV 
set, a newer house, or a fur coat? 
Maybe the answer is that you can do 
it easier in reverse: Make them ad- 
mire the man who buys life insurance. 
Make them want to follow his lead. 

It wouldn’t be so hard to do. Look 
at the amazing sales success. that 
Marlboro cigarets have achieved just 
by conning male cigaret-smokers into 
copy-catting the rugged, virile, ad- 
venturous, outdoors-loving fellow who 
is depicted as an unswerving Marl- 
boro addict. If this manly creature 
with the tattoo on the back of his hand 
smokes Marlboros, who are you, 
brother, to recall that Marlboro was 
formerly regarded as about as sissy 
a cigaret as anybody could buy? 

For advertising has dramatically 
changed all that. Get yourself tattooed 
and a pack of Marlboros and you’re 
the kind of guy who shoots rapids in a 
canoe, climbs sheer mountain escarp- 
ments, and fights grizzly bears with 
one hand while lighting a Marlboro 
with the other—the one with the tat- 
too on it, that is. 

If advertising can convert a brand 
of cigaret from something strictly for 
the ladies to one that red-blooded he- 
men are proud to puff, it should cer- 
tainly be possible to use the same 
system in establishing pride of own- 
ership for life insurance. Why, the 
advertising copy practically writes it- 
self: “What Kind of Man Owns Life 
Insurance?” reads the headline on 
each ad in the series. Maybe the pic- 
ture show “the man” presiding at his 


outdoor barbecue, or on a hike with 
his kids, or doing anything else that is 
generally accepted as normal and 
wholesome and manly. 

The text of the advertising answers 
its headline’s question so as to make 
this engaging fellow seem like a real 
right guy, but not making him nause- 
atingly virtuous, either. And farther 
down in the copy, where we say that 
he has the financial maturity that 
enables him to plan his spending, 
we're careful not to lay it on too 
thick: “He’s a man who has the guts 
to drive the old car another year or 
so, rather than go short on life insur- 
ance or other savings. He gets sound 
insurance advice from his agent—and 
he follows it, for he’d rather have 
peace of mind than score high in the 
keep-up-with-the-Joneses rat-race.” 

As in the Marlboro ads, there should 
be a different hero with different 
traits in every ad building up the man 
who owns life insurance, though per- 
haps it would be worth-while to re- 
peat some of those that proved the 
most effective in arousing in ad- 
readers an unconscious wish to follow 
the trail blazed by these admirable 
but still genuinely human characters. 
And the best part of it is that the 
Marlboro ads have proved that the 
transparent obviousness of the tech- 
nique doesn’t lessen its effectiveness 
in the least. 

The Marlboro-type advertising pitch 
may be a little too crude for direct 
application to life insurance, but 
there’s still a lesson in it: People buy 
things not just because they need 
them but because they want to be 
like the pace-setters—even though 
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they would stoutly and Sincerely 
deny that any such thought was in. 
fluencing them. And moreover, the 
technique of glorifying those who ow) 
life insurance makes it easy to take, 
crack at wasteful spending by builg. 
ing an admirable image of the map 
who has too much brains and char. 
acter to be led into it by the hidden 
persuaders.—R.B.M. 


PERSONALS 


a 


Robert G. Storey, general counse 
Universal Life & Accident, has bee, 
named by President Eisenhower to the 
newly created Civil Rights Commis. 
sion. Mr. Storey, a senior partner of 2 
Dallas law firm and dean of the Schog| 
of Law at Southern Methodist, is , 
past president of the American Ba 
Assn. and has served on the Hoover 
commission. He has been with Univer. 
sal since its organization in 1927. 



























Howard Ennes, director of the by. 
eau of public health of Equitable Soci. 
ety, has been installed as president of 
Society of Public Health Educators, He 
also is vice-president of Internationa} 
Union for Health Education of. the 
Public. 


Vincent B. Coffin, senior vice-presi- 
dent of Connecticut Mutual, has been 
elected to the Hartford city council in 
his first bid for public office. He rap 
on a slate endorsed by the citizens 
charter committee, a group working in 
the interest of non-partisan city goy- 
ernment. 


H. Graham Bishop, manager of the 
settlement option department of New 
England Life, has been appointed to 
the selective service board in Medord, 
Mass. 


Dr. Berthold T. D. Schwarz, vice- 
president and medical director of 
Bankers National Life, has been elect- 
ed a member of the Royal Society of 
Health of London, which works to im- 
prove the health of people throughout 
the world. The honor was given to 
Dr. Schwarz in recognition of his con- 
tributions to public health and entitle 
him to use the letters MRSH after his 
name. 


Ray D. Murphy, chairman of Equi- 
table Society, has been elected chair- 
man of New York Heart Assn. He 
was campaign chairman of the 195! 
heart fund drive which was the most 
successful on record. 


DEATHS 


DR. R. E. McLOCHLIN, 53, medical 
director of National Old Line of Little 
Rock for 24 years, died there. An M.D. 
graduate of University of Arkansas, he 
was chief of staff at St. Vincent’s hos- 
pital in Little Rock before going with 
National Old Line. 

MRS. DAISY M. DULL, 73, of Ruth- 
ford, N. J., died in Hackensack hospital 
after a short illnes. She was the widow 
of the late Floyd N. Dull, who died last 
March. He had been in the business 
more than 50 years, as eastern vice- 
president of Continental Casualty 1! 
years before becoming president ot 
Preferred Accident in 1947. A son-I- 
law, Charles P. Woods, is sales di- 
rector of the National Underwriter C0. 
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MRS. EMMA POLK McCONNELL 
of Chattanooga, Tenn., died after a 
prief illness. A member of the Chat- 
tanooga agency of Volunteer State 
Life, Mrs. McConnell was named to 
Women’s Quarter Million Dollar 
Round Table in 1946, the first from 
Tennessee, and was national chair- 
man in 1948. 


WILLIAM A. ASCHAFFENBURG, 
62, assistant counsel in the mortgage 
loan department of Aetna Life, died. 
He joined Aetna Life as an attorney in 


1939. 


LARRY R. CARDWELL, 55, general 
agent at Phoenix for Republic Nation- 
al Life, died of a heart attack. In life 
insurance for 35 years, Mr. Cardwell 
joined Alliance Life of Illinois in 1943, 
which company later was reinsured 
by Republic National. He was regional 
director of agencies for Illinois, Mich- 
igan and Indiana from 1951 until 1956 
when he went to Phoenix. 


ROBERT A. BEATTY, manager of 
Security Mutual Life of Binghamton at 
New York, died of a heart ailment in 
Mountainside hospital at Glen Ridge, 
N. J. Although he observed his 90th 
birthday last May, Mr. Beatty com- 
muted almost daily to the office from 
his home in Glen Ridge. He joined 
Security Mutual as general agent at 
New York 42 years ago. He entered the 
business with John Hancock at Buffalo 
and later was transferred to Jersey 
City where he was promoted to super- 
intendent. He was with John Han- 
cock for many years before joining 
Security Mutual. 





Number Receiving Old Age Help 
Drops To Lowest Point In Decade 


Despite the increasing number of 
older persons in the population, those 
receiving old age assistance dropped 
to 2,498,000 in August, the first time 
since 1948 the total has been below 
2.5 million, according to state reports 
filed with Social Security Administra- 
tion. 

Average assistance payments to 
older people from state and federal 
funds have risen in recent years to a 
total of $1,723,000,000 in the last fiscal 
year, compared to $1,132.006,000 in 
1948. 


The decline in the number of per- 
sons receiving old age assistance re- 
flects in part the number of aged peo- 
ple who receive benefits under the 
federal old age and survivors insur- 
ance program. Three out of four 
reaching age 65 this year will be eligi- 
ble for insurance benefits. 

Persons added to the old age assist- 
ance rolls are those who fail to qualify 
for OASI benefits or have little or no 
other independent income. The slow 
decline in the number of these people 
is mainly because many did not earn 
social security or other pension bene- 
fits during their working years. The 
average age of people receiving old 
age assistance is 75. 





Convention Dates 





Dec. 2-6, National Assn. of Insurance Com- 
missioners, mid-year, Commodore hotel, New 
York City. 

Dec. 5-7. California State Assn. of Life Under- 
Writers, midyear, Rickey’s Studio inn, Palo 


Alto. 
Dec. 9-10, Assn. of Life Insurance Counsei. 
winter meeting, Plaza hotei, New York City. 
Dec. 10, Institute of Life Insurance, annual, 
Waldorf-Astoria hotei, New York City. 
Dec. 11-12, Life Insurance Assn. of America, 
saa. Waidori-Astoria hotel, New York 
itr. 


Feb. 14-15, New York Assn. of Life Under- 
writers General Agents & Managers Confer- 
rt Gideon-Putnam hotel, Saratoga Springs, 


LIFE INSURANCE EDITION 


Institute And NALU To 
Present Public Service 
Plaques To 3 Groups 


The Dallas, Jonesboro, Ark., and 
Omaha Assns. of Life Underwriters 
will be honored for outstanding public 
service in the past year. In recognition 
of their contributions, the associa- 
tions will be presented with public 
service award plaques at ceremonies 
in their communities under the joint 
auspices of Institute of Life Insurance 
and National Assn. of Life Underwrit- 
ers. 

The Dallas association sponsored 
the educational and _ fund-raising 
cancer crusade in the city and county 
of Dallas. Under the association’s lead- 
ership, residents contributed more to 
the crusade than ever before, leading 
all counties in Texas. The project was 
adjudged outstanding among public 
service activities of large associations. 

The Omaha association conducted 
training courses for volunteers in 10 
different divisions of the community’s 
united fund campaign, the most suc- 
cessful held there. The project was 
judged outstanding among those con- 
ducted by associations of medium size. 


The Jonesboro association sponsored 
the heart fund campaign of Craighead 
county, Ark., with the result that a 
record sum was raised. A record was 
also set in the quantity of educational 
literature distributed on behalf of the 
heart fund in Jonesboro and the sur- 
rounding county. The project was 
judged outstanding among small as- 
sociations. 

The three associations will receive 
the public service awards under a na- 
tionwide program’ established this 
year by the institute and NALU. The 
program seeks to encourage local as- 
sociations to undertake special health 
and welfare projects in their com- 
munities. Awards will be made an- 
nually to large, medium and small 
associations whose projects are 
deemed outstanding by a nationai 
committee of judges. This year’s 
awards will be presented by Louis I. 
Dubin, health and welfare consultant 
of the institute and coordinator of 
program. Guest speakers at each 
award ceremony will include distin- 
guished community leaders and NALU 
representatives. 


STOCKS 


By H. W. Cornelius, Bacon, Whipple & Co. 
135 S. LaSalle St., Chicago Nov. 12, 1957 
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First Public Offering... 


3-D Pension Plan 
For Small Groups 


Exclusive New Plan Gives Small Concerns 


Every Advantage Enjoyed by Giants 


Groups of 10-40 employees can 
now be provided retirement 
income plans...on a group 
underwritten basis . . . compar- 
able in features and advan- 
tages to the finest ever devel- 
oped for industrial giants. 


Continental has devised 
master contracts to fund 
more different types of pen- 
sion plans than any other 
insurance company. 


Directed by this wealth of ex- 
perience, CAC research 
skimmed the cream from the 
best of existing plans. Then 
results were combined into 
readily adaptable basic ele- 















ments for building individually 
adjustable programs... stress 
on simplicity and adequacy 
every step of the way. 


No trust needed. Qualifies 
for tax advantages. Group 
underwriting. Virtually 
no administrative burden. 
Premiums well below in- 
dividual policies. 


To get the full and easily un- 
derstandable facts, please. 
write for a copy of our booklet, 
*‘An Important Considera- 
tion.” 
** Attractive Commissions” 
.-- Doubled! 


*An Important Consideration” 
is almost a do-it-yourself pattern 
for small group pension planning. 
No technicalities. No mysteries. 
Ask for your copy by return mail. 
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Current 
Bid Asked 
Aetna Life ee 183 188 
Beneficial Standard  .........ccssssee 14% 15% = == 
Business Men’s Assurance . 60 64 
Cal.-Western States oo... 80 83 
Columbian National «00... 66 70 
Commonwealth Life ..........cce 21 22 
Connecticut General 1.0.0.0... 238 242 
Continental Assurance ..........000 87 90 
Weyaerlelire Lhe hisascss beds ciscascecccnsctonas 58 59% 
Great Southern Life «0.0.0.0... 73 77 
GATE BR escatccccdesis cicucksasteccucbspsasbiees 22 23 
Jefferson Standard oes 74 76 
TROUIBRE CUEF EI occccscccceseseceerrnees 1050 1080 
Liberty National Life ........0..00.... 2912 3012 
TG Ge CAG iby qos scccecssiccceccagestcucces 17'2 1812 
LidGe WEG  oiccvcsccscssateicescsveciosee 96 100 
Lincoln National  ......... cc cssseseees 168 172 
Matietin) Tits -cccccccsteeticecaicnsanes 94 96 
North American, II. ................ 18% 19% 
SO. - We. FEMI ecncceretesesscsciccctectsnite 78 82 
Cinbe GUI TO coccninsicsenssnsisecesnctie 260 280 
Ce Kibale El scectsc.nsttteateeissecictaces 41 45 
Republic Natl. Life ................ccee 36 38 
Southland Life .......... 68 73 
Southwestern Life ........... ees 96 101 
Travelers 714 72% 
United, Ill. 1934 2034 
U. S. Life 2542 2612 
West Coast Life 200... ccsccscsees 40 43 
Wisconsin National ..........c ee 63 66 
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Murphy Blasts ‘Buy Term, Invest Difference’ Idea 


(CONTINUED FROM PAGE 2) 


people cannot solve, is to carry out the 
bargain they have made with them- 
selves after purchasing their term pro- 
tection to invest regularly in securities 
or other income property. The reason 
they do not carry out that part of the 
bargain derives from the _ identical 
emotional factors which have given 
the institution of life insurance its 


strength: Building one’s estate is a 
long term, often torturous process 
which demands a far greater quality 
of thrift than most men can muster. 
Permanent life insurance demands— 
indeed forces—the habit of thrift upon 
the individual. But once the term in- 
surance has been purchased and the 
glamour of ‘investing the difference’ 
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has worn off, the lure of a 1958 car 
or perhaps the need for a new auto- 
matic washer diverts the earmarked 
investment funds to non-investment 
purchases. 

“All this is accomplished through a 
process of rationalization that each of 
us is all too familiar with. This proc- 
ess begins with such statements as: 
‘We know it’s a crazy thing to do 
but. . . or: ‘We had to use our invest- 
ment money for the down payment, 
but we’ll make it up during the next 





NOW 
ONE BILLION 
DOLLARS 
OF LIFE 
INSURANCE 
IN FORCE 


On August 26, 1957 
Pan-American Life 
Insurance Company 
passed the mark of 
One Billion Dollars of 
Life Insurance 

in Force. 


Ads similar to this 

one appearing in 
NEWSWEEK 
magazine and in 53 
major newspapers 
have assisted our 

Field Force in reaching 
this goal—they will 
continue to aid them 
in their future progress. 


You can “‘put yourself, 
and your family, on 
your own payroll 
first’’ not only through 
our life insurance, 

but also by 
representing us under 


PAN-AMERICAN’S 
CAREER CONTRACT 


President 
et vain. 
Executive Vice-President 


Bact wif 


: Aorwuaw 
Vice-Pres. & Agency Director 








Lut your FAMILY on 





your payroll first / 














Jour Pan-American Agent 
can show you how... 


Uppermost in the mind of every man with a wife and children 
is to provide a fine standard of living for them today . . . and, 
to be certain they continue their standard of living in the 
future. If all of his salary goes into other hands every pay- 
day, there’s nothing left for family protection. The wise man 
puts his family on his own payroll first! A brief talk with 
a Pan-American representative will quickly disclose how easy 
it is to provide security with a special Pan-American Life 


Pan-American 


Life Insurance 


Insurance policy. 









Among the top 10% of 
U. S. life insurance 
companies — writing 
more than 90% 
of all life 

insurance. H 


yi 









Company 


A MUTUAL 
COMPANY 


NEW ORLEANS 
U.S.A. 











| Murphy emphasized. 


November 15, 1957 


few months.’ Personal investment 
funds—those monies earmarked for g 
pleasant retirement or for our family 
security are lost forever. 

“Dilemma number two is that the 
‘buy term and invest the difference 
concept always presumes that the in. 
vestment property, whether it be 
rental unit, a vacant lot, or 100 shares 
of stock, will be disposable on Novy, } 
1973, at the same price that was hope. 
fully predicted for it when purchaseq 
on Nov. 1, 1958. 

“T should like to make it clear that 
we in the life insurance business haye 
no quarrel whatever with the inj. 
vidual undertaking a soundly con. 
ceived investment program, but we 
are unalterably opposed to the con. 
cept of gambling with one’s own anq 
one’s family’s future security,” Mr 


Mr. Murphy also pointed out that 
the life insurance-minded individual 
is less likely to suffer from inflation 
than anyone else. “Life insurance,” he 
said, “is a medium whereby the in- 
dividual can do something both to 
curb inflation and to counteract its 
effects.” 

Statistics show, he continued, that 
the average person buys life insurance 
for six reasons, for protection, college 
educations, estate clearance funds, ete, 
Americans are now turning to the 
purchase of life insurance in the midst 
of an inflationary period as the one 
way in which they can guarantee the 





necessary dollars for those purposes, 
he concluded. 


S.F. GAs Urged To Recruit 
More ‘Boot-Strap Spirit’ 


More of the “boot-strap spirit” is 
needed among life agents, James §. 
Bingay, western regional agency vice- 
president of Mutual Life of New York, 
suggested at a meeting of San Fran- 
cisco General Agents & Managers 
Assn. 

Discussing results of a recent sur- 
vey made by his company among 
agents and managers, Mr. Bingay said 
the business should recruit non-col- 
lege men who have the aptitude, “the 
diamonds in the rough instead of only 
‘good, clean men’ from good families.” 
Many of the most successful men are 
sons of immigrants who never went 
past high school, who have learned 
the value of the dollar and insurance 
service the hard way, and who possess 
the instinct and desire to serve others. 
“We need more of the boot-strap spir- 
it,” he said. 

Replies from the survey, he said, in- 
dicated agents desired that company 
agency managers keep them informed, 
and supply suggestions and advice to 
correct obvious wrong methods being 
used. Agents also reported that most 
refusals to buy insurance’ were 
“friendly ‘noes’” and these people 
preferred to spend money on other 
immediate things. 


Two Louisiana Companies Merge 


Great American Life of Baton Rouge 
has been merged with Life of Lou- 
isiana at New Orleans. The company 
will operate under the latter name. 

Officers include T. B. Clifford, pres- 
ident; J. H. Childress, executive vice- 
president and director of agencies, 
T. J. Bethune, executive vice-presi- 
dent, secretary and treasurer; W. é | 
Worthen, vice-president in charge of 
production, and Vito Perello, vice- 
president and underwriter. 


Massachusetts Indemnity & Life 
has declared an extra dividend of 15 
cents a share in addition to its regular 
quarterly dividend of 20 cents a share, 
both payable Nov. 25 to stockholders 
of record Nov. 15. 
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NEWS OF FIELD MEN 








Travelers 
ney and service offices have 
ja apened at Hackensack, N. J., and 
Mobile. Frank J. Reinecke and Carl 
Arnett are assistant managers at Hack- 
ensack and Mobile, respectively. The 
Hackensack office is supervised by the 
Newark branch and the Mobile office 
is supervised by the Birmingham 
h. 

or Paul Dowd, office manager at 
Jacksonville since 1951, has been 
named office manager in the branch 
office administration department at 
Buffalo. ; 

Travelers has opened an independ- 
ent branch office at 1310 Lady street, 
Columbia, S. C., to 
replace the agency 
and service office 
which has been at 
the same address. 
The Columbia of- 
fice will handle all 
life and A&S lines 
while the ‘Char- 
lotte office will 
continue to super~ 
vise other lines. 
Aubrey D. Davis is 
manager at Co- 
lumbia. He has 
been assistant 
manager at Co- 
lumbia, with headquarters at Char- 
lotte, since 1954. 


Union Central Life 


Kirby O. Foster has been named 
manager of the agency in Nashville, 
Tenn., and Grant A. Kien has been 
appointed assistant manager of the 
Cincinnati agency. Mr. Foster, who is 
chairman and an instructor in Life 
Underwriters Training Council in 
Nashville, has been with Jefferson 
Standard Life there. 

Mr. Kien has been with Union Cen- 
tral since 1951. 

Stanley Teitelbaum has been named 
to manage the newly established Long 
Island office of the Charles B. Knight 
general agency at New York City. The 
new office is in temporary quarters in 
the Roosevelt Field shopping center, 
and will be permanently located at 
600 Old Country road, Garden City, 
after Jan. 1. Mr. Teitelbaum has been 
assistant manager at Hempstead since 

54. 





A. D. Davis 


Connecticut General 


Phillip E. Goodman, former assist- 
ant brokerage manager at New Or- 
leans, has been named manager of a 
new brokerage agency at Kansas City. 
He joined Connecticut General at its 
Atlanta brokerage agency. The new 
office is in the R. A. Long building. 


Allstate Life 


William T. Reid has been named 
eastern zone supervisor for Allstate 
Life with headquarters in Harrison, 
N. Y. Mr. Reid was previously with the 
Chicago regional office of Allstate In- 
— Co., which he went with in 


Sun Life of Canada 


Donald B. Forbes has been named 
branch manager at Spokane, Wash. He 
has been with the company for 12 
years, most recently as associate man- 
ager at Seattle. 


Berkshire Life 


_Robert C. Franke, in the business 
Since 1951, has been appointed general 
ot of Berkshire Life at Philadel- 
phia. 

Frank C. Pfister Jr. has been named 
general agent of a new Berkshire Life 
agency in Evanston, Ill. He entered 


and became staff manager there in 
1951. He has been company training 
consultant at the home office since 
1954. 


the business in 1946 and advanced to Ohio National Life 


assistant manager. 

Morton Flexer has been named a 
supervisor of the Marshall agency at 
Brooklyn. 


Pan-American Life 


Neal E. Harrison 
has been named 
general agent in 
Tampa. He entered 
the business in 
1941 and, prior to 
joining Pan-Amer- 
ican Life, was gen- 
eral agent of Union 
Life of Little Rock 
at Shreveport. 


N. E. Harrison ‘s 


Prudential 


Louis N. Ballas has been appointed 
division manager at Santa Barbara, 
Cal. He joined the company in 1947 
as an agent at Highland Park, Cal., 





Curtis H. Chaus- 
see has been 
named general 
agent for the Sioux 
City area, serving 
six counties in 
Iowa and two in 
Nebraska. Mr. 
Chaussee was pre- 
viously with 
Northwestern Mu- 
tual Life. 


€: H. Chaussee 


Manhattan Life 


Henry F. Fitzgerald has been ap- 
pointed general agent at Rochester, 
Minn. He entered the field with Wash- 
ington National as general agent in 
1937. 


Equitable Society 


Named unit manager are Robert L. 
Benoit, Grand Rapids; Vincent R. Col- 
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lins, Toledo; Frank H. Hale, Burling- 
ton, Vt.; Warren E. Stroh, Baltimore, 


and Sidney Zimmerman, Chicago. 
Connecticut Mutual 


T. Bertram Anderson Jr. has joined 
the Hartford agency of Connecticut 
Mutual as brokerage supervisor. He 
has been with Connecticut General for 
20 years, the last six as secretary in 
charge of reinsurance underwriting. 


Bankers Life Of lowa 


Patrick J. Turn- 

er has been ap- ™ 
pointed agency 
manager at Louis- 
ville, succeeding E. 
O. Mershon Jr., 
who has resigned 
to concentrate on 
personal  produc- 
tion in the agency. 
Mr. Turner joined 
the company in 
1953 in Houston, 
and became a field 
supervisor at the 
home office in 
1956. 


Standard of Oregon 

Wilmer M. Hammond Jr. has been 
appointed manager of a newly estab- 
lished Los Angeles office. 





P| 


Patrick J. 


Turner 
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Producers are excited about 
Provident’s new 


PACKAGE PLAN 


of Health Care Protection 


will appreciate. 


other literature. 






And we believe you will share this enthusiasm when 
you read the sales material. Provident’s Package Plan 
provides both basic hospital - surgical and major 
medical coverage for individuals or families — in one 
application, one policy, and one premium. And it 


contains Renewal Equity, a guarantee the Insured 


Ask for your copy of the attractive sales brochure and 


BROKERAGE BUSINESS SOLICITED 


CHATTANOOGA 


1887 — 70th Year —1957 











For further details of the Dynamic Guar- 
antee Sales Program, write directly to: 


THE MEN WITH THE GUARANTEE 


Setting the Pace! 


The Men with The Guarantee are setting a dynamic 
sales pace in the insurance industry. 


Their outstanding success is measured by sales that 
are over 40% ahead of last year, which has pushed insur- 
ance in force to more than $420,000,000 and assets in 
excess of $100,000,000. 


Career opportunities with The Guarantee offer: 


Agency-minded home office 
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support NV 

Pp | 
© Outstanding field training = — 
programs = 
P ad S 
© Attractive sales packages u a) antec = 
that make closing sales easy = / , = 
© A complete line of personal = = 
protection to sell = MUTUAL LIFE COMPANY = 
—=—> 
* Two new financing programs = OMAHA, NEBRASKA = 
= = 
© Excelient pension plan = “— 
AUS 





© Famous liberal 5-Star 
Contract 
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J. D. ANDERSON 
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1805 Douglas Street, Omaha 2, Nebr. 
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McHaney Urges Asssciation Of Missouri 
Life Companies At Testimonial Dinner 


Organization of an association of 
Missouri life insurance companies was 
advocated by Powell B. McHaney, 
president of General American Life, 
in remarks made before representa- 
tives of 15 St. Louis life companies at 
a dinner in St. Louis. The dinner was 
held to honor Mr. McHaney’s recent 
election as president of American Life 
Convention. 

Calling for formation of a state or- 
ganization similar to that of two other 
states he had in mind—Texas and 
Nebraska—Mr. McHaney said: “In 
the first place, all of us have common 
problems—sales, administration and 
particularly in the field of legislation. 
Secondly, I don’t think it does any 
harm for us to know one another—it 
seems to me that we are a pretty good 
bunch of people and I know for one 
that I would derive a great deal of 
pleasure out of close association and 
good fellowship with all of you.” 

In describing the set up of Texas 
and Nebraska Life Conventions, he 
said both associations “have been in- 
strumental in assisting their member- 
ship quite materially.” 

“T am not sure that a Missouri as- 
sociation should meet as often as the 
associations in these states but at 
least we could get together once or 
twice a year, and I think that would 
be most helpful.” 

Mr. McHaney traced the history of 
American Life Convention back to its 
founding at St. Louis in 1906 and 
stressed the necessity of such an or- 
ganization. “‘A very serious problem 
confronts the life insurance business 
today,” he said, referring to income 
tax legislation. Congress since 1952, 
he said, had passed stop-gap laws 
which produced an amount of tax life 
companies believed to be a fair tax 
for that particular year. 

“This year the matter of income tax 
was again before Congress but Con- 
gress failed to pass a stop-gap bill for 
the year 1957. This means that we 
are now in a position of paying a tax 
under the 1951 law unless some leg- 
islation is obtained early in the year 
1958 effective retroactively.” 

He explained that the tax contro- 
versy revolves around a different 
theory between the Treasury Depart- 
ment and life companies. “The Treas- 


ury Department has _ been seeking 
throughout these years to impose upon 
our business a total income concept 
or general corporate concept as op- 
posed to the historical basis that has 
been used for life insurance compa. 
nies. Treasury officials apparently 
can’t understand the long range na. 
ture of the life insurance business 
and that a year by year tax basis on 
net earnings is unfair and unsound 
since the apparent earnings shown 
each year may not be the true earn. 
ings over the period of a lifetime of a 
policyholder.” 

Paying tribute to Mr. McHaney, who 
is the second St. Louis man to head 
ALC, were Superintendent Leggett of 
Missouri; Lee N. Parker, administra- 
tive vice-president and treasurer of 
ALC; Charles L. Kell, vice-president 
and director of agencies, Western Life, 
who was toastmaster; Preston Estep, 
president of Transit Casualty and a 
director of General American Life: 
and G. P. Henderson, president of Mu- 
tual Savings Life, who _ introduced 
special guests. 

Mr. Parker read a telegram con- 
gratulating Mr. McHaney from Claris 
Adams, executive vice-president of 
ALC, who was unable to attend. The 
telegram read in part: “Powell Mc- 
Haney is a natural successor to many 
men of great distinction who have 
preceded him as president of this 
great organization. We of the American 
Life Convention are looking forward to 
a highly successful and fruitable year 
under his guidance.” 


Propose 20% Stock 
Dividend For 
National L. & A. 


A 20% stock dividend will be voted 
on at the regular meeting of stock- 
holders of National Life & Accident 
in February. The dividend would be 
accomplished by the transfer of $6 
million from surplus to capital, and 
it would make the capital $30 million. 
It will be recommended that the com- 
pany continue to pay the same annual 
dividend of 50 cents on the new cap- 
italization. 





Pictured here is Powell B. McHaney, president of General American Life 
and newly-elected president of American Life Convention, among his well- 
wishers from 15 St. Louis life insurance companies who honored him at 4 
testimonial dinner in St. Louis. From left to right are: Gordon Hendersol, 
president Mutual Savings Life; Mr. McHaney; Superintendent C. Lawrentt 
Legget of Missouri; J. Spencer Gould, president Reliable Life; and Charles 
Kell, vice-president Western Life and chairman of the banquet committee. 
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Minn. Mutual Wins 
$85 Million Group 
On Wis. Employes 


Minnesota Mutual Life has been 
awarded the group coverage on some 
16,000 employes of the state of Wis- 
consin, with coverage running up to 
$20,000 per life and a total coverage 
of $85 million. 

Minnesota Mutual now handles sim- 
ilar coverages on the employes of the 
state of Minnesota, the city of St. 
Paul, and Ramsey county in Minne- 
sota. The company is currently devel- 
oping a plan to provide such coverage 
tc state, county and municipal em- 
ployes all over the United States. 


Plumley Urges P.R. 
Program In Talk To 
Mortgage Bankers 


A greater need for public relations 
and a large 


opportunity for great- 
er services were 
spelled out to the 
national conven- 
tion of Mortgage 
Bankers Assn. of 
America in Dallas 
by H. Ladd Plum- 
ley, president of 
State Mutual Life. 

Entitling his talk 
“You’ve Got a Se- 
cret,”’ Mr. Plumley 
reviewed the diffi- 
culties faced in the 
past by loan bank- 
ers whose product during the 1920s was 
mostly demand loans. 

“Methods have changed,” he said, 
“so that at the present time practi- 
cally all our loans are on a term basis, 
there is provision for regular amortiza- 
tion and for the setting up of tax and 
escrow funds. There has been an in- 
creasing professional development in 
the field of underwriting and in the 
field of appraisals.” 

Mr. Plumley added that develop- 
ments of the future must likewise be 
kept in tune with tomorrow’s needs. 

Mr. Plumley advised the mortgage 
bankers to place “immediate emphasis” 
on the improvement of the processing 
of mortgages in the field and in the 
source offices; and on the study of the 
problem of management succession, 
including the recruiting and training 
of personnel. 

Mr. Plumley also advised the mort- 
gage bankers to cultivate their clients 
and stated that there was real pride in 
the low delinquency rate on home loan 
mortgages. 

“Our company’s rate,” he said, “is 
currently about 2/10 of 1%.” He closed 
by stating that the mortgage banking 
group has a rich heritage and that 
vigorous research and development 
would pass it on to the next generation; 
and that acquainting the American 
people with the problems, purposes and 
community participation by the indus- 
try would win “their enduring sympa- 
thy.” 





H. Ladd Plumley 


Find More Than Halt Those Aged 
65 Or Over Get U. S. Pensions 

Old age, survivors and disability in- 
surance payments now are being re- 
ceived by more than half the 15 mil- 
lion persons aged 65 or older, compared 
to one out of eight in 1948, according 
fo National Industrial Conference 
board. 

Fron 1948 to mid-1957 the total 
older povulation increased by 3.5 mil- 


lion, while the number with some sort 


LIFE INSURANCE EDITION 


of government pension rose by twice 
that amount. The numbers with in- 
come from employment and from pub- 
lic assistance remained about the 
same. As a result, the board found 
that the proportion of older persons 
with a government retirement income 
rose from one-fifth to more than three- 
fifths between 1948 and 1957, while 
the proportion with income from em- 
ployment and the proportion receiv- 
ing public assistance payments each 
dropped four percentage points. 


Life Of N. A. First Group Plan 

Life of North America has written 
its first group plan. The policy pro- 
vides life and A&S on 66 shore-based 
officers and empioyes ci Three Bays 
Line, a Miami shipping firm. The pol- 
icy was sold by Donald F. McEmber, 
president of McEmber & Montgomery 
agency at Coral Gables. 


Pacific Mutual Agency Enlarged 
The Walden agency of Pacific Mu- 
tual Life at Newark has opened mod- 
ern, enlarged offices at 744 Broad 
street. A reception at which 300 busi- 
ness and professional leaders of the 
city attended marked the occasion. 
Raymond E. Walden is manager of 
the agency. 





State Muiual Plans 
Nov. 16-24 Opening 
O! New Home Office 


State Mutual will hold a 9-day pro- 
gram from Saturday, Nov. 16, to Sun- 
day, Nov. 24, to celebrate the comple- 
tion and dedication of its new home 
office on a 30-acre tract on the out- 
skirts of Worcester, Mass. 

Highlight will be the dedication Nov. 
19 when Gov. Furcolo of Massachu- 
setts, Philip M. Talbott, president of 
U.S. Chamber of Commerce, and Pres- 
ident H. Ladd Plumley of State Mu- 
tual will speak. ‘ 

Nov. 16 and 17 will be “family 
days” for employes and their families 
who will take guided tours of the 
building. Company officers will serve 
as hosts. 

Nearby neighbors in the residential 
area will be guests at a dinner in the 
new building Saturday evening. Se- 
nior officers will be hosts. A color film 
showing the construction of the build- 
ing will be presented. 


GE. Annual 
eposits 


STATE MUTUAL LIFE 
ASSURANCE COMPANY OF AMERICA.’ © 


Home Office 
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Field leaders from throughout the 
country will be honored at a reception 
and dinner Sunday evening. Joe B. 
Long, vice-president, will be host. 

Mr. Plumley will keynote the dedi- 
cation program. Gov. Furcolo will de- 
liver a special dedicatory message on 
behalf of himself and other governors. 
Mr. Talbott is expected to deliver a 
major address. 


“Policyholder Day” will be held 
Wednesday when several hundred pol- 
icyholders are expected to visit the 
home office for guided tours. 

Nov. 21 through Nov. 24 have been 
designated “Worcester Days’’ for resi- 
dents of Worcester and Worcester 
county. 


Hancock Holds Sales Seminar 


John Hancock held an intensive sales 
seminar at the home office for 38 as- 
sistant district managers. Edwin P. 
Gunn, director of field training, was 
in charge. Recruiting and selection, 
advanced methods of training and su- 
pervision, methods of prospecting and 
selling and business insurance were 
among the topics covered. 








Worcester, Massachusetts ; 
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Better Managers Mean Lower Turnover: Peirce 


(CONTINUED FROM PAGE 5) 


salaries commensurate with their field 
earnings. Because such men have done 
the job they ask present managers 
to do, their counsel carries prestige, 
and is accepted. Are our agency de- 
partment salary levels enough to at- 
tract able men from our own company 
ranks? 


A \\ 


How. Ha PPY. Can 


But even if your chief assistants 
are experienced field managers when 
they join your staff, their knowledge 
of home office operation is limited. 
They must be trained in over-all agen- 
cy department processes, and under- 
stand how the function they are to per- 
form fits in the over-all pattern. There 


\4\ 


/ m, , 


are training media for agents, and for 
managers. Is there a need for a sim- 
ilar training facility for the men you 
bring into your agency department? 
It seems to us there is, and that the 
agency management association should 
provide it. 

An alternative, or a supplement, to 
the development of full-time career 
agents is the securing of business 
through brokerage. Because of more 
liberal underwriting policies and great- 


n You 


You'll Never ‘Know Until You 





TOP COMMISSIONS on 10 Leading Con- 
tracts, Vested Renewals, Higher Life- 
Time Service Fees, Liberal Overwriting 
and Liberal Agency Expense Allowance. 


Ask for Other Reasons-INQUIRIES HELD CONFIDENTIAL 
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agents can’t miss! 


MONEY-MAKING SALES PACKAGES. New! 
Colorful! Dynamic! Plus a new, easy- 
to-use Brain-Book and Brain-Kit. Your 


BUILD YOUR OWN GENERAL AGENCY 


PACKAGED TRAINING PLANS. New! 
Amazingly simple! Easy to use! 
eeeeA quick money-maker for new 
or old agents! 


Agency Building 
Opportunities in: 








THE COLUMBUS MUTUAL 
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Columbus 16, Ohio 


Frederick E. Jones, Pres. 
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Alabama, Arizona, California, Delaware, 
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er retention limits, brokerage today 
means mainly life or A&S_ business 
secured from general insurénce agents 
and brokers. It has become an attrac. 
tive field to a number of companie 
increasing the competition for busines, 
from this source. What is its future 
This question may well be asked ip 
view of the cross-fertilization occur. 
ring between life and property com. 
panies. The brokers of one are the 
agents of the other. 

Although the general-lines agen; 
places his business with several com. 
panies and his loyalties are divided 
the casualty companies will cultivate 
him intensively, attempting through 
service, price and commission to ge. 
cure his business. Eventually, this cap 
serve to only further thin the broker. 
age market, and make it a less produc. 
tive source of business for the purely 
life companies. If this reasoning js 
logical, will the result be to renew 
the emphasis on the full-time careg 
agent, whether he sells one or ali 
lines? It seems to be very likely so. 

The ultimate measure of manpower 
effectiveness is dollars. A second prob- 
lem—also not new, but today more 
critical—is cost. Because the price of 
every service and every article con- 
tinues to increase, dollars are much 
more prominent in the thinking of top 
management than ever before. Ad- 
ministratively, major progress has 
been made in reducing home office 
expense. Simplified accounting pro- 
cedures, better planning, more effi- 
cient office machines, and the miracles 
of electronic equipment have effected 
substantial operating economies. Com- 
bined with improved mortality, and 
higher investment yields, the price of 
life insurance has remained constant 
in the face of a rise in the price of 
almost everything else we buy and 
use! 

One major area of operation remains 
as a possibility for effecting further 
savings. Top management is turning 
its attention to our field—distribution. 
How much does it cost to secure an 
agent? What is a reasonable figure to 
invest in the establishment: of an agen- 
cy? What is the break-even point? 
What salaries can we afford to pay in 
the agency department? How much 
should we spend on a convention, or 
on a contest? What is a reasonable 
budget for our agency department, 
and how do we determine what it 
should be? 

Information is needed, not only on 
what is being spent now, but also 
how much should be spent—standards 
for comparison. Cost accounting of the 
activities of people is not easy. Yet 
if we are to operate our sales depart- 
ments efficiently and satisfy ourselves 
as well as top management that dol- 
lars invested in agency operations are 
producing a satisfactory return, cost 
studies must be made. LIAMA’s fi- 
nancial management subcommittee is 
tackling the problem, although indus- 
try cost comparisons are difficult be- 
cause of the lack of standard account- 
ing methods. 

For example: Those who _ propose 
equipping the agent with both per- 
sonal and property lines suggest the 
intriguing idea of providing “one-stop” 
insurance service. The public, they 
feel, would like to be able to buy all 
of its insurance needs from one agen. 
The agent would be able to “seal-off” 
the family as his private market, elim- 
inating competition. His calls "would 
be more productive and his chances 
of a sale per call much greater, be- 
cause of the variety of coverages he 
is prepared to offer. There would be 
a cost reduction to the company, a 
well, they suggest, since one of 
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major expenses in selling is to place 
an agent in the presence of a recep- 
tive prospect. 

These statements may well be true 
But if they are to be the basis for 
management decision, they should be 
determined as fact. The companies 
which have been operating in the mul- 
tiple-line field for some time can help 
provide the answers. Does their all- 
lines salesman actually provide one 
stop insurance service now, selling all 
lines to one family? Or does he merely 
sell different coverages to different 
people? The answers could be of much 
significance to those of you consid- 
ering multiple-line operation. 

This afternoon, Al Adams [NALU 
president] asked some very pertinent 
questions about group insurance. What 
has been the impact of group on the 
sales of permanent coverages, he 
asked? Here again, there has been a 
good deal of discussion and very little 
fact. Studies need to be made of the 
pattern of buying of a representative 
number of people in order to deter- 
mine the truth, and perhaps relieve a 
point of much discussion with our 
field forces. 


Deciding today what must be done 
in order that tomorrow’s results will 
be as you want them, is by no means 
easy. To the already multi-roled and 
many-faceted job of the agency officer, 
one more is added, that of crystal gaz- 
er, first class. Facts are needed, facts 
many of which are not available today, 
facts which will provide a firm basis 
for your thinking. 

Typical of the importance of fact 
as contrasted with theory, is the rev- 
elation by Dr. Wallace [LIAMA re- 
search director] that the industry’s re- 
duction in average premium has not 
been caused primarily by a substan- 
tial increase in the amount of term 
insurance being sold but, instead, by 
a shift to lower premium permanent 
forms of coverage. I am sure you 
share with me considerable surprise at 
this, but it is a fact. Armed with the 
certainty of your knowledge, correc- 
tive action would be taken with much 
greater assurance. 

Facts are needed about what the 
field underwriter is actually selling 
today. Is he actually a full-time sales- 
man of life insurance? We have raised 
this question with you before, as we 
suspected that your classification nec- 
essarily based on records and reports 
of production might be subject to er- 
ror. Our reason for thinking so was 
a mounting evidence that agents clas- 
sified as full-time could not possibly 
be making a living. The only accurate 
method of finding out is to ask the 
agent himself. You will recall our re- 
porting to you the results of inter- 
viewing 1,000 agents, all defined as 
full-time by their companies, most of 
them under financing. Only 70% of 
the underwriters were devoting full 
time to their company. 


What else are they selling? As more 
and more discussion developed about 
multiple-line, we felt that facts should 
be determined as to how many life 
underwriters were selling property 
coverages. As a preliminary, purely 
pilot, study we surveyed the life un- 
derwriters in Hartford, classified by 
their companies as full-time and, in- 
cidentally, representing companies 
which traditionally have only full- 
time men. Thirty-six percent told us 
they had sold some fire and/or cas- 
ualty during the preceding 12 months. 
Thirty-eight percent told us they were 
licensed to do so. It is entirely possible 
that Hartford is not a typical city— 
that a country-wide survey might pro- 
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accomplishments in the past, we are confident that this goal 
will be reached. 
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duce quite different findings. Research 
which requires that the individual be- 
ing studied be interviewed in his home 
territory by a trained interviewer is 
the most expensive kind of research. 
Yet if our decisions today for tomorrow 
are to be based on fact rather than 
theory, more of this kind of research 
must be done. 

If, as the evidence begins to indi- 
cate, there are many life insurance 
agents selling fire and casualty cov- 
erages aS a secondary line; and if 
there are life insurance agencies which 
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have made brokerage arrangements 
for casualty lines, then to base our 
association’s research and counselling 
activities on the assumption that the 
underwriter is not doing these things 
is completely unrealistic—and even 
more dangerous. To continue to val- 
idate research tools against a success 
criterion of life insurance production, 
when that production may represent 
only one source of income for the 
underwriter, places your association 
in the completely untenable position 
of giving you unreliable advice. Should 
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the sale of life insurance be only a 
part of the underwriter’s activities, 
the whole validation problem changes. 
Our research must be of the agent— 
and manager—as he is, not as we 
might think he should be! 

The same generalizations can be 
made about our knowledge and un- 
derstanding of the public. Sincere at- 
tempts have been made to tailor our 
coverages to today’s needs of the pub- 
lic. I believe in many instances we 
have done very well in adjusting to 
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current conditions. And yet most g¢ 
the new coverages which have been 
developed have been the result of oy 
own perceptions of what the Public 
wants and needs. Should we not be 
as sure as we can—by initiating enough 
field studies to secure a better under. 
standing of how the public views its 
life insurance—what they want, why 
they buy it, what kind of an ago 
they want to buy from, what kind of 
service they want him to provide? 

The search for facts must continye 
As the interests and activities of the 
companies which comprise its mem. 
bership broaden, responding to the 
changes in the markets they serve 
so must the activities of your associ. 
ation if it is to continue to play a vita] 
role in the business lives of its mem. 
ber companies. Originally, its inter. 
ests were confined to the study of the 
distribution of ordinary life insurance 
since that was then the chief concern 
of its membership. Subsequently, the 
association extended its research ani 
its management consultant activitie 
to encompass the debit operation. 


Still later, as it found more and 
more of its companies selling A&§ jp 
combination with life, its activites 
were broadened to include that cover. 
age. Today, member company patterns 
of operation range clear across the 
keyboard—full-time career agents, 
brokers and salaried representatives 
selling ordinary life, weekly and 
monthly debit, group, credit life, and 
A&sS. Most recently, a substantial num- 
ber are offering property coverages on 
one basis or another. Responding to this 
interest, your board earlier this year 
authorized the formation of a stand- 
ing committee called the personal and 
property lines committee. The com- 
mittee has had its second meeting here 
in Chicago. 

This broad range of interest pre- 
sents for your board of directors and 
your staff, a decision today for the 
association tomorrow. Can we confine 
our interests and our activities solely 
to personal lines and disregard the 
possibility that many underwriters 
classified as full-time agents are sell- 
ing other lines? Can we fail to serve 
a daily increasing segment of our m.m- 
bership who wish to offer personal and 
property lines either on a_ brokerage 
basis or through full-time organiza- 
tion? A. W. Tompkins said t> you 
that the principles of agency manage- 
ment apply with equal force to a full- 
time sales organization offering both 
personal and property coverages as 
they do to one offering only in the 
specifics of the product. 


The agency management association 
would not be fulfilling its responsibil- 
ities to each of you if it did not make 
every effort to stay even and ahead 
of developments within the industry; 
if it did not anticipate your needs and 
attempt to prepare to meet them; if 
it did not, from its vantage point of 
institutional objectivity, point out to 
you from time to time those things 
which it felt should be improved. To 
tell you only those things which you 
might wish to hear because you would 
like to hear them would render your 
association very sterile, indeed. 


Creative thinking developed the in- 
genious plan which is life insurance. 
Creative thinking devised a system 
for persuading people to put away 
through life insurance doll::rs today 
for tomorrow’s need. Creative think- 
ing uncovered a myriad of economic 
situations for which life insurance pro- 
vides the solution. Creative thinking 
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will always be the hallmark of our 
institution. 

As today’s questions are resolved 
and preparation made for tomorrow, 
should we not always bear in mind 
that ours is an institution which has 
prospered because it serves a basic hu- 
man need—imposing a responsibility 
to measure any action contemplated 
against a yardstick which to many 
pusinesses might seem to be in re- 
verse order. First, is it good for the 
public; then, is it good for our field; 
and, finally, is it good for the com- 
pany. If good for all three, it cannot 


fail. 


Bill To Provide Funds 
For Texas Board Building 


Construction of a new building to 
house the state board of insurance, 
through allocations from various de- 
partment funds, is provided in a bill 
introduced in the special session of the 
Texas legislature by Sen. Frank 
Owen. It received committee approval 
following adoption of an amendment 
freezing the maintenance tax rates on 
the insurance business now in effect. 

The proposed schedule of diversions 
totals $1,760,000 from nine of the 
funds maintained by the board, with 
the largest contribution of $1,067,500 
coming from the agents’ license fund. 
The bill leaves it to board discretion 
as to how much to take from each 
fund. The financing plan grew out of 
computations that unexpended bal- 
ances in the funds at the end of the 
current biennium, Sept. 1, 1959, would 
aggregate $2,921,221. 


Detroit Cashiers Elect Smith 

Charles D. Smith, Northwestern 
Mutual Life, has been elected presi- 
dent of Detroit Life Agency Cashiers 
Assn. Other officers are Marion Siau, 
Fidelity Mutual Life, vice-president; 
May L. McCall, Connecticut General 
Life, secretary; and John J. Reeves, 
Manufacturers Life, treasurer. 


Allstate Life has been licensed to do 
business in New York, the second state 
in which it has been admitted. 


AN 
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$12,148 Or $28,402 For Managing Agency 
Selling $4 Million? Depends On Company 


LIAMA will soon publish a new re- 
port on compensation of agency man- 
agers, which for the first time will 
enable a company to compare what it 
pays its managers with what other 
companies pay for the same results. 
Some highlights of the report were 
given at the LIAMA annual meeting 
at Chicago by Armand C. Stalnaker, 
executive general manager in Pru- 
dential’s ordinary agencies department. 

One surprising fact revealed by the 
study was that in a hypothetical agen- 
cy doing $4,310,000 of business a year 
the annual compensation of managers 
of the companies studied would range 
from $12,148 to $28,402—for producing 
precisely the same results. 

Here is an abridged version of Mr. 
Stalnaker’s talk: 

It was finally decided that the best 
way to tackle this problem would be to 
actually apply the 
contracts to vari- 
ous agency situa- 
tions and calculate 
the payments 
which would re- 
sult. 

The committee 
originally selected 
a list of companies 
which would be 
representative of 
the industry and 
which use a branch 
office manager sys- 
tem of operaticn. All but two of these 
companies cooperated in the study and 
agreed to have their plan included in 
the tabulations of the analysis. The in- 
d:vidual companies are, of course, not 
identified in the report. 

The analysis was done by applying 
the compensation plans of the various 
companies to a set of hypothetical agen- 
cies, which were designed by the com- 
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mittee and the LIAMA staff. After the 
agencies were described in great de- 
tail, a series of variations in the impor- 
tant factors of performance were 
then worked out to see how the com- 
pensation of the manager would be af- 
fected under the various company plans 
when everything else in an agency re- 
mained the same but one factor of 
performance was changed. 

All of the other agency character- 
istics were held constant and the fol- 
lowing variations were applied one at 
a time to see how the manager would 
be affected in the different companies: 
Volume of sales, sources of business, 
expenses, persistency, premium per 
$1,000, size of “in-force” and produc- 
tion per agent. 

This is the first time in the life in- 
surance industry that a study of man- 
ager compensation has been done in 
this manner or with this degree of 
thoroughness. 


For the first time, each of us will 
be able to compare our manager com- 
pensation with that of other compa- 
nies under identical agency situations. 
Now we will be able to get some im- 
pression, not only of whether we pay 
our managers more or less than other 
companies, but of how we compare in 
different kinds of agencies. 

One of the complicating realities of 
this situation is that you probably 
show up best in relations to other com- 
panies in one kind of agency, and not 
as well in a different kind of agency. 
This study provides for a comparison 
of those differences. These may be 
more important than the over-all com- 
parison of general level of manager 
compensation. 

Perhaps it should be mentioned that 
these differences in emphasis among 
our companies exist because we each 
hope they will influence agency per- 
formance. We might properly evaluate 
a manager compensation plan, not by 
what it produces in pay, but by what 
it achieves in results. In real life we 
vary the pay plan and see what it 
does to performance. In this study, the 

(CONTINUED ON PAGE 28) 
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color! This moving, realistic film shows man- 
agement how to get the greatest return on its 
investment in group insurance and pensions 
through improved employee attitude and in- 
creased work effectiveness. 
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HeNATIONAL UNDERWRITER 


NALU Head Urges Research To Obviate Confusion 


(CONTINUED FROM 


charging ordinary rates to individual 
purchasers who could just as readily 
be lumped together on any one of 
numerous arbitrary pretexts. 
Moreover, the sale of group insur- 
ance in large amounts, on fictitious 
groups, in superimposed cases, cannot 
help but have an effect on existing or 
potential permanent insurance. There 


PAGE 8) 


may be some economic advantage in 
the sale of group insurance, but of the 
over-all effect, if our feeling is cor- 
rect, there is a disservice to the pub- 
lic, and therefore, the industry. 

Nobody can argue with the quest 
for volume of new life insurance so 
long as the new business is good busi- 
ness, properly written. Volume and 


size are typically American yard- 
sticks. Volume is a good thing and 
makes for the kind of dynamic econ- 
omy which distinguishes America 
from other parts of the worid, but I 
think in any searching analysis of our 
operation we must consider if it is not 
possible in our industry to have vol- 
ume and at the same time maintain 
high standards of business conduct 
and public service. 

The keystone of our business is the 
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The backfield must keep moving in this game 
of selling life insurance successfully. That’s why 
the home office staff at Minnesota Mutual is out 
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peculiarly American aristocracy Made 
up of people who accept their respon. 
sibilities to their wives and childr 
their parents—and themselves. This 
self-respecting group of people is no 
going to be taken in by every fad 
transient fancy. They recognize thejy 
obligations and seek the means t 
make certain of meeting them 
through life insurance. Temporary 
forms of life insurance which do no 
take into account the force of this 
permanent obligation—like the agents 
who promote them—are, to put jt 
mildly, unrealistic. They do not take 
into account either the need, which j 
permanent protection, or the desire, 
which is to meet obligations with cer. 
tainty. 

Another trend in our business that 
detracts from the sale of life insyy. 
ance for its primary purposes is the 
tendency to add gimmicks and side. 
lines: 

e Accident and health insurance, |j 
we could assume that all the purchas. 
ers of A&H insurance already had 
adequate life insurance, we would not 
be forced to wonder whether the large 
benefits for small premiums unde 
A&H policies was not luring the pub. 
lic away from the vitally needed ben- 
efits of permanent life insurance, 
While there may be justification for 
coverage against catastrophic ail- 
ments or illness, isn’t it probably that 
sums spent for small dollar-trading 
A&H benefits could be better used to 
purchase permanent life insurance? 
This whole thing sounds familiar, 
Haven’t we been through it before? 
And who gained? 

e Bank-loan type deals. This kind of 
a plan is a cumbersome and expen- 
sive way to buy term insurance. It 
may offer some temporary tax advan- 
tage to an extremely small number of 
very wealthy people who can com- 
mand the very best advice as to the 
present and future implications of 
this plan. It can be a dangerous de- 
vice when applied to any other than 
the above. Its proper market is so in- 
finitesimal that its general sale seems 
almost entirely for the benefit of the 
writing agent. 

e Cheaper by the dozen. If this is 
justifiable, because of dollar unit 
economies, what has happened to the 
theory that mortality is higher among 
large policyholders? Where is_ the 
breaking point and why is there such 
a great difference among companies? 
Could this be largely just another 
gimmick for volume? 

e Monthly premiums. Perhaps we are 
overemphasizing this and making a 
virtue out of a last resort device that 
was created in the first place to cover 
only those people who could not pay 
for their life insurance any other 
way. We have heard much about 
prosperity and the increased sale of 
life insurance, but are we encourag- 
ing annual, semi-annual and quarterly 
premium payers to switch over to 
monthly payments simply _ because 
they buy their automobiles this way? 

These are a few thoughts regarding 
recent changes in the climate in 
which your field men work. This is 
the climate in which your mature, 
your intermediate, and your brand- 
new agents are being expected to ren- 
der sincere, professional service to 
your policyholders and the insurance- 
buying public. How can our agents 
square up these and other devices 
with the professional concept? No 
wonder many of our members are 
confused—and what can be the re 
sult of this confusion? What will hap- 
pen to our LUTC and CLU move- 
ments when a greenhorn can be 
taught to use any one of these gim- 
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micks in a very short period of time? 
Are agents trained along these lines 
likely to win the national quality 
award? 

Let us see what happens when a 
gimmick-minded agent gets to work 
on a substantial policyholder who has 
jong relied on life insurance. In a 
Jetter to NALU headquarters this 
man said: “I do want you and all 
others in responsible positions in the 
*ife insurance business to know that 
une type operation I have just been 
through reflects nothing but discredit 
on this business as a whole and on 
that company and its representation 
in particular.” 

Earlier in his letter this man said 
he had sent this agent to many of his 
friends who had done a lot of business 
with him, so we can be certain that 
these friends have been told about 
this type of operation, too. I’d hate to 
have one of my agents call on this fel- 
low right now. What would he think 
of the climate? 


I have no statistical service nor 
technicians. I can’t prove any of the 
premises I’ve touched on, but I can 
tell you a little story. 

I’ve been thinking of this story in 
connection with the preparation of 
this talk and I can’t help wondering 
whether the tremendous resources be- 
hind your organizations can’t develop 
the facts about the effects of group 
insurance, bank-loan plans, family 
plans, and even the matter of A&H 
insurance. I think that a lot of the 
present confusion is because people 
don’t understand, because we don’t 
have the facts. If you can prove, for 
instance, that group insurance has not 
caused the lapse of permanent insur- 
ance, that group policyholders by 
class own more ordinary than the 
non-group insurance _ policyholder, 
then much of the group insurance 
conflict would be solved. But we’re 
not going to resolve these issues by 
debate or slanted surveys. 

To develop the proper climate for 
sound growth let us stop acting un- 
der impulse, or by copying from an 
unrelated industry, or by doing some- 
thing because the other fellow does it. 
Let us make the life insurance busi- 
ness distinctive because of a sound 
base of careful study and true facts. 
Then the segments of the business 
will understand each other, we will 
have a common goal, and the climate 
in which we operate will become in- 
creasingly conducive to the sound 
growth of our business. 


Shenandoah Life held a three-day 
sales training school at the home of- 
fice for 11 agents. James L. Whitt, di- 
rector of training, was in charge. 


LIFE INSURANCE EDITION 


S. E. Actuaries 
Elect Farmer, OK 
Plan For School 


Southeastern Actuaries Club at its 
annual meeting in Atlanta elected 
William L. Farmer, Protective Life, 
president; J. L. Kirkpatrick, South- 
ern Life of Georgia, vice-president, 
anc. Charles L. Van House, Coastal 
States Life, secretary-treasurer. 

The club endorsed a plan of Geor- 
gia State College of Business Admin- 
istration to establish an actuarial 
school and named a committee to ob- 
tain financial support for the school. 
Under the plan, a Fellow of Society 
of Actuaries would be named to head 
the school’s actuarial department, 
which would present a five-year cur- 
riculum designed to cover the first 
five examinations of the Actuarial So- 
ciety. A master’s degree in actuarial 
science would be conferred upon com- 
pletion of the course, the exact con- 
test of which would be determined 
by an advisory committee of the South- 
eastern Actuarial Club and its con- 
tributing companies. 


Since actuaries require a_ liberal 
arts background with a specialization 
in mathematics, students should be 
urged to start planning for actuarial 
careers while still in high school, said 
Pearce Shepherd, vice-president of 
Prudential and chairman of the pub- 
lic relations committee of Society of 
Actuaries. He described the society’s 
activities in cooperating with Math- 
ematical Assn. of America in sponsor- 
ing national mathematical examina- 
tions in high schools, and suggested 
that local actuarial clubs _ provide 
prizes for these contests. Clubs, he 
said, should also call on winners, to 
stimulate interest in actuarial careers. 

Mr. Shepherd also suggested that in 
view of the current shortage of actu- 
aries, companies employ college sopho- 
mores and juniors who display math- 
ematical aptitude while they are still 
in school and that companies sponsor 
scholarships for the more capable stu- 
dent. 

A panel discussion of special methods 
of premium collection such as pre- 
authorized checks, bank drafts, and 
post-dated checks generally conceded 
that these methods improved per- 
sistency over payment by mail, but 
Albion Jenkins, Prudential, suggested 
that the improvement may be due to 
the better class of persons who have 
bank accounts rather than to the ad- 
vantage of the system itself. Harold 
Ruck of Volunteer State Life of Chatta- 
nooga said his company has a larg- 
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er average-size policy under the bank 
draft plan than it did under other 
means of premium payment. 

Hospitalization insurance and sur- 
gical coverages are increasing in pop- 
ularity and income-type coverages de- 
creasing, a panel on trends in weekly 
and monthly debit A&S agreed. The 
panel noted the continued increase in 
claim costs and noted that insurers 
which raise rates on new policies gen- 
erally allow older contracts to remain 
at the lower rates, since agents tend 
to rewrite on the newer, more liberal 
plans. 


Prudential is expecting lower net 
interest earnings in 1957 than in 1956, 
Richard L. Miller, executive general 
manager of the Jacksonville, Fla., .of- 
fice, said. The company feels that 
the economy is now flattening out, 
that the high interest rates now prev- 
alent will not continue, and that Pru- 
dential is therefore investing as many 
funds as possible at the current rate. 

Problems coincident with the is- 
suance of large ordinary life policies; 
evaluation and accounting for cou- 
pons; monthly debit experience in or- 
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dinary and industrial, and major med- 
ical trends were also discussed at the 
meeting. 


SEC Probes Life Company Stock 
Activities Of Securities Firm 

Securities & Exchange Commission 
is investigating the application for a 
broker-dealer registration filed by 
Peoples Securities Co. of Houston to 
determine the truth of alleged trans- 
actions in life company stocks by per- 
sons or companies related to Peoples. 

SEC wants to know whether L. B. 
Hartgrove Sr., chairman and a control- 
ling stockholder of Peoples, made mis- 
leading representations in_ selling 
stock in Capital National Life and 
Capital National Trust Co. between 
1953 and 1955. SEC also wants to 
know whether securities of American 
Founders Life and its successor, Unit- 
ed Founders Life, were sold without 
prior registration by Mr. Hartgrove; 
Robert M. Compton, president and a 
controlling stockholder of Peoples; 
Clifford B. Renegar, secretary and a 
controlling stockholder of Peoples; Se- 
quoyah Securities Co. and Union Trust 
Co. Mr. Hartgrove is said to control 
Union, which is a stockholder of Peo- 
ples and a controlling stockholder of 
Sequoyah. 








we've got a hobby! 


Building men is sort of a hobby with us. N ot only is this hobby 
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Pay Of Managing Agency Depends On Company 


(CONTINUED FROM PAGE 25) 


performance was varied to see what 
changes in pay would result. 

I would like to suggest that when 
this report is received later this fall, 
the agency executive use it this way. 
Identify your company if it is in the 
study, or make the calculations based 
on your manager’s contract and the 
sample agency data if you were not 
a participant in the study. Then fol- 
low through the various tables com- 
paring your company results with the 
results shown for the other companies 
under the different agency circum- 
stances described. This will give you 
some meaningful impression of wheth- 
er your compensation tends to be high- 
er or lower than that of other com- 
panies, and the kinds of agency con- 
ditions under which your managers 
show up relatively better and rela- 
tively worse. 

Finally, I would suggest that the 
agency executive receiving this re- 
port check his results with his objec- 
tives. That is, are you paying best for 
the particular kind of agency results 
in which you want your managers to 
excel? 

This analysis would be done in terms 
of comparative dollar amounts with- 
out reference to the working of the 
contracts of the various companies. It 
may then be useful to refer to the 
Handbook of Managers’ Contracts pub- 
lished by LIAMA to examine the par- 
ticular contract provisions which result 
in the figures shown in the report of 
this study. Each of you has this con- 
tracts handbook and the summaries of 
manager contracts have been brought 


up to date. The company code num- 
bers correspond to those used in the 
report I am describing. 

This is a general idea of what this 
study is intended to do and how it 
goes about doing it. I believe it will 
help us all to think more intelligently 
and with more adequate facts about 
the important decisions we must make 
regarding the compensation of man- 
agers. 

All of this study, of course, is re- 
lated to branch office managers. Com- 
panies operating with general agents 
have not been overlooked by LIAMA 
and were treated first in a report on 
general agents’ contracts published by 
LIAMA in 1953. Those of you familiar 
with that study will note that it used 
a different method from this current 
manager compensation study. 

To turn our attention to some spe- 
cifics of this new study let me ask, 
In your manager compensation are you 
paying for what you want to get? 
Does your manager compensation plan 
practice what you preach? 

Perhaps the most impressive thing 
about this analysis is the overwhelm- 
ing realization that apparent differ- 
ences in contract provisions do not 
correspond to actual differences in 
pay. This means simply that the con- 
tract that spends many paragraphs on 
provisions relating to lapse or ex- 
pense, for example, may not be the 
contract which materially adjusts the 
manager’s compensation for his good 
cr bad performance in the factor which 
is talked about in the contract. 

The agency executive, and not his 
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director of agen- 
cies Northwestern 
Mutual Life. 


contract technicians, should decide the 
objectives he wants to accomplish in 
the compensation of his managers. 
Compared to other companies, what 
level of compensation do you want 
your managers to achieve? What dif- 
ferences in their performance do you 
want to recognize in their pay checks 
by special rewards and penalties? 

If you will answer these basic ques- 
tions, the construction of a method of 
payment to conform to the defined 
objectives is relatively simple, and is 
hardly worthy of your personal time 
and effort. 

Too many times, I fear, the agency 
executive gets himself submerged in 
the design of contract provisions with- 
out first clearly setting forth the ob- 
jectives and the principles upon which 
he wants that compensation p:an built. 

There are great differences among 
companies in their level of manager 
compensation. There is a wide range 
in what different companies pay a 
manager of the same size agency. We 
simply do not all pay our managers 
about the same amount of money for 
running any given kind of agency. 

The chart now before you (project- 
ed on the screen) focuses attention 
upen a table which will be in the re- 
port and shows for the United States 
companies with less than $1 billion 
of insurance in force what each of 
them would pay the manager of a 
certain agency producing $4,310,000 of 
new business. 

Note that the annual compensation 
of the manager in these various com- 
panies would range from $12,148 to 
$28,402. In other words, some of these 
companies would pay the manager of 
such an agency more than twice as 
much money as other companies would 
pay. Similar differences are shown to 
exist among Canadian companies and 
billion dollar U.S. companies. 

There is another characteristic of 
our manager compensation plans which 
will become abundantly apparent as 
we proceed through the other varia- 
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tions in this study. We, all of us, pay 
primarily for production. We all like 
new business sales and we pay man. 
agers primarily on the basis of how 
much new business they get. Othe 
characteristics in their operation mos 
of us apparently regard as of ming 
importance when it comes to putting 
cash on the barrel head. As we ex. 
amine other factors, they will be found 
to produce only minor variations jp 
manager compensation. 

Sure, we all like to have a quality 
agency operation but the actual re 
sults for which we pay can be dem- 
onstrated by a little sketch. On this 
chart the vertica] line shown by a line 
of x’s illustrates the small incentive 
bonus by which we will raise the 
compensaion of a manager if he per- 
forms outstandingly well in some qual- 
ity aspect of agency performance. 

However, by moving on up the pro- 
duction line and adding a little new 
business to the extent indicated by 
the line of o’s on the chart, the man- 
ager can see how little new business 
will make up for or earn him the same 
reward as how much excellence in 
the quality factor. You will see this 
demonstrated as you examine the re- 
sults of the different variations which 
were made in the characteristics of the 
agencies and as you observe the im- 
pact of these variations on the com- 
pensation of the managers in the dif- 
ferent companies. 

But let us look beyond this gross 
over-all comparison at what happens 
in a variey of different kinds of agen- 
cies. In this report you will be able to 
look at the place of your company in 
dozens of such tables. 

A study of variations in agency siz 
reveals that 85% of the contributing 
companies offer a decreasing compel- 
sation per unit of production with in- 
creasing agency size. In other words, 
most of us pay a manager less for 
adding another million dollars of new 
production if he already has a $ll 
million agency than we would pay him 
for adding that million if he had only 
a $2 million agency. 

I assume that a part of the com- 
pensation per unit of production which 
in the smal] agency is paid to the 
manager, is in the large agency dis- 
tributed to other costs, especially su- 
pervisors. In other words, it may work 
out that in the small agency most of 
us expect the manager to personally 
perform supervision and other fune- 
tions, which in the large agency aleé 
performed by other supervisors. 

Probably as this cost of supervisors 
comes into the picture we reduce the 
compensation of the manager per unit 
of production in the agency. Is this 
what you had in mind in devising mal 
ager payments of this type? Or is this 
simply a rationalization on my 
trying to explain something which yo 
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are doing for reasons I do not really 
understand? 

How much should the manager’s 
compensation be affected by his rec- 
ord in lapses, persistency or quality 
of business? Think of a manager op- 
erating an agency of a certain size and 
with certain lapse rates which are 
about average for the industry and for 
his company. 

Now let us suppose for a moment 
that the quality of the new business 
from his agency deteriorated so badly 
that his lapses in the first two policy 
years go up 50% and as a result his 
first and second year lapse rate goes 
up to 1% times what it was. What do 
you think should happen to that man- 
ager’s compensation? Should it drop 
to about half of what he was getting 
before? Should it stay about the same 
with only a slight decrease to indi- 
cate that this sort of thing is really 
frowned upon, you know? 

The table before you shows what 
would actually happen to such an 
agency in each of the large United 
States companies involved in _ this 
study. The percentages shown indicate 
the percent of his former salary which 
the manager would continue to receive 
when he had this described lapse 
change in his agency. 

Is this incentive sufficient to make 
the manager would continue to receive 
the quality of business? Perhaps it is 
ample; perhaps it is too much. Cer- 
tainly a decrease of only a few per- 
centage points in my salary would 
make me consider carefully the cause 
and what I could do about it. Apparent- 
ly we think this is all that is needed to 
alert managers to the importance of 
writing persistent business. 


Only 25% of the companies in the 
study have a cost or expense factor in 
their manager compensation. Is this 
because we are not interested in re- 
warding the manager for controlling 
costs? Is it because most of us feel that 
the home office controls agency costs 
and that the manager does not have 
any important influence upon expens- 
es in the agency? Is it because we have 
not found satisfactory methods for 
measuring agency expense rates and 
we are unwilling to rely upon our 
crude accounting in anything so im- 
portant as manager compensation? 

It should be noted from the results 
of this study that a cost factor in the 
manager’s contract is more common 
among the companies operating in 
New York state, where five of eight 
such companies have it. 


a 

Should the manager be paid for 
getting business from brokers and 
part-time agents than from full-time 
agents and if so why? Here is a case 
in which it is interesting to look, not 
only at the results emerging from the 
calculations when the contracts are 
applied to full-time agencies and brok- 
erage agencies, but also it is revealing 
to look at the nature of the contract 
provisions in general use. 

A typical pattern is for the man- 

ager compensation plan to provide for 
an over-all factor on production in 
the agency from whatever. source. 
This, of course, is intended to pay 
the manager in relation to the amount 
of business he gets. 
: Many contracts then add a special 
Incentive payment for results from 
full-time organization. This has the 
effect of paying additional money for 
the recruiting and development of full- 
time agents over and above what is 
Paid-for business from other sources. 
Now watch the peculiar thing that 
happens next. 


There is coming into some contracts 


% LIFE INSURANCE EDITION 


the adding of a brokerage incentive 
payment. Aside from raising the gen- 
eral level of manager compensation 
this last factor has the effect of wip- 
ing out the differential which the pre- 
ceding factor provided in favor of 
business from full-time agents. 

All of this suggests that we have 
not yet faced this issue very squarely. 
We have added something for full- 
time to encourage full-time develop- 
ment and then added something for 
brokerage to encourage brokerage de- 
velopment, and the net effect has been 
to re-equalize the pressures and incen- 
tives. 

e 

If volume stays the same and pre- 
mium per $1,000 changes, how should 
the manager’s compensation be affect- 
ed? It is very clear where almost ev- 
eryone but the manager comes out 
on this. When average premium per 
$1,000 drops, the premium income of 
the company in relation to its volume 
of insurance operations declines. At 
the same time the compensation of 
the agent in relation to his volume 
drops. 

But in companies with a volume 
basis in their manager compensation 
plans, the manager is not receiving 
the same treatment as the agents and 
company are getting. Should he, or is 
there something peculiar about the 
situation of the manager? On this sub- 
ject it is interesting to note that there 
is more tendency for Canadian com- 
panies than for United States compa- 
nies to pay managers on volume and 
not reflect premium differences. 

Should the size of the “in-force” 
in an agency make any difference in 
the pay of the manager? This is an- 
other variation which was made in 
the agencies to which the different con- 
tracts were applied. The question is, 
If you were being appointed a man- 
ager, should you be paid more for 
taking over an agency which already 
had a large amount of insurance in 
force or should you be paid more for 
running an agency which does not 
have much in force, assuming you 
sold the same amounts of new busi- 
ness in each case? 

In most companies the amount of 
insurance in force, per se, makes no 
difference in the compensation of the 
manager. 

A few companies pay more to the 
manager of the agency with the large 
“in-force.” If the job of the agency 
is to sell, service and maintain “in- 
force” insurance of the company, 
should the manager receive no com- 
pensation for the maintaining and 
servicing of the “in force” business? 
Are there indirect rewards for having 
a large “in-force” which show up in 
other ways? 

Although the language of the con- 
tracts do not so provide, there are 
some companies which pay more to 
the manager for not having insurance 
in force in his agency. The question 
that should be raised, and I hope that 
will occur to you when you read the 
report is, do the exceptions in both 
directions really mean to do what they 
are doing? 

A majority of the companies pay the 
manager about the same whether he 
has high producing or low producing 
agents as long as he gets the same to- 
tal agency volume. You will be in- 
terested in looking at the figures on 
this point in the report. 

Here again, I would like to repeat 
the idea that the important respon- 
sibility of the chief agency executive 
is to decide the principles to be fol- 
lowed in the compensation of his man- 
agers. Should the manager, who has 
a smaller number of outstanding agents 


Pictured here at- 
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tending the LIA- 
MA annual meet- 
ing at Chicago are 
(left to right): 
Grant L. Hill, vice- 
president and di- 
rector of agencies 
Northwestern Mu- 
tual; Frank B. Ma- 
her, vice-president 
John _ Hancock; 
Ford Munnerlyn, 
vice-president and 
agency director 
American General 
Life; and James E. 
Scholefield , vice- 
president and di- 
rector of agencies 
North American 
L. & C. 


be paid more or perhaps even less than 
the manager who gets the same agen- 
cy volume with a lot of mediocre 
agents? The decision should rest with 
you. For most companies know it makes 
little difference in the pay of the 
manager. 

There are major difficulties and 
dangers in comparing levels of man- 
ager compensation among companies. 
Perhaps this coritradicts the effect of 
some of what I have been saying, but 
I do want to leave a few parting 
words of caution. 

The report which you will have 
available makes possible the most thor- 
ough, and in our opinion, the most 
fair and reasonable comparison of 
manager compensation among  dif- 
ferent companies that has ever ex- 
isted in this industry. However, there 
are many important factors which even 





this thorough study did not and could 
not take into consideration. Before 
deciding that you are overpaying or 
underpaying your managers you should 
pause to think about these other as- 
pects of the problem. Let me mention 
a few of them. 

Managers are people and in man- 
aging an agency, as in any other job, 
pay is not everything. Decent, fair, 
human treatment is as important to 
managers as to everybody else. Some 
companies undoubtedly score better 
in this regard than others, although 
your committee could make no at- 
tempt to evaluate this important fac- 
tor. 

An important financial considera- 
tion would be the supervision in the 
agencies paid for by the company. It 
might make quite a difference to the 

(CONTINUED ON PAGE 32) 
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A WELL-BALANCED COMPANY 


‘|; the basis of good government 


In government, it is 
a balance of the executive, 
legislative and judicial branches, 


In life insurance, it is a balance 
of fundamentals, progress and 
alertness to policyholders’ needs. 


The 


FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA « PENNSYLVANIA 
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HeNATIONAL UNDERWRITER. 


Stannard Urges Cooperative Program 
To Promote Careers In Life Insurance 


A strong plea for joint action “to 
do something about the shortage o 
manpower for our j; See ree 
sales forces and 
all departments of 
our business” was 
made at the LIA- 
MA annual meet- 
ing in Chicago by 
the retiring presi- 
dent, William B. 
Stannard, agency 
vice - president of 
Occidental of Cali- — “ 
fornia. W. B. Stannard 

Mr. Stannard proposed immedi- 
ate action requiring the “joint efforts 
of presidents and agency officers, trade 
associations and individual compa- 
nies.””’ He advocated a vigorous public 
relations program to promote the ad- 
vantages of life insurance careers at 
the college and high school level, pri- 
marily, as well as with parents and 











the public at large. 

What would the results of such a 
program be? Ten years from now, Mr. 
Stannard suggested, “we shall have 
adequate human resources seeking us 
out—instead of our scratching and 
sweating for almost any manpower, 
as we must today.” He emphasized that 
any such program “must be guided by 
the hands of our associations repre- 
senting presidents and agency officers 
in effective union.” 


After paying tribute to “the excel- 
lent job that has been done in selling 
the public on the worth-whileness of 
life insurance as a product,” he asked: 
“But isn’t it strange that after more 
than a century of unfailing trustee- 
ship, life insurance faces perhaps the 
most serious shortage of adequate hu- 
man resources of any business today?” 

One peg in any public relations pro- 
gram would be financial support of 
colleges and universities. Mr. Stan- 
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nard expressed his regret that life in- 
surance companies as a whole account 
for a very small fraction of the $100 
million estimated as the total corpo- 
rate gift figure in a recent year. 

To round out the program, he rec- 
ommended that “all of our vast re- 
sources of molding public opinion 
be put to work, including advertising, 
premium notice enclosures, annual 
statements, and the many avenues of 
communication we have at our com- 
mand.” 

He cited examples of other indus- 
tries and large companies that are 
“setting a fast pace” in winning ac- 
ceptance for their career opportunities 
at college and high school levels and 
with the general public. 

Emphasizing that his plea was for 
joint businesswide action, Mr. Stan- 
nard said he recognized that several 
life companies individually are invest- 
ing considerable amounts of money 
and effort in effective career promo- 
tion. 

The recently formed joint commit- 
tee on careers for college graduates, 
in which LIAMA is a participant, came 
in for praise from the speaker, as did 
the work of LIAMA’s relations-with- 
universities committee. 


He proposed as the next logical step 
“development of the high school field, 
perhaps through a joint committee on 
careers for high school graduates.” Ac- 
knowledging the tremendous achieve- 
ments the Institute of Life Insurance 
has made in working life insurance into 
high school courses, Mr. Stannard not- 
ed that “again the emphasis has been 
on the product and not the career.” 

The need for the life insurance busi- 
ness to build greater prestige “if it is 
to attract adequate human resources,” 
was stressed by the speaker. He spoke 
of the lack of coordination and effec- 
tiveness on this score “in spite of all 
our giant power to influence public 
opinion and attitudes.” 

Referring to the prestige rating of 
life insurance on college campuses as 
“frightening,” Mr. Stannard said that 
“life insurance in all its breadth of 
employment opportunities has fallen 
into low repute among undergradu- 
ates.” 

Among reasons for this situation, 
he cited the fact that “competition for 
graduates has been confused by un- 
coordinated recruiting efforts of com- 
pany vs company and even agency vs 
agency in the same company.” He also 
deplored the fact that institutional ad- 
vertising has been inadequate and has 
stressed the sales career to the exclu- 
sion of other opportunities. 


Summarizing, Mr. Stannard said: “I 
have tried to point out that a powerful 
business such as ours has accomplished 
miracles by joint effort. This is seen 
in its legislative accomplishments, in 
public acceptance of our product, in 
public confidence in the security we 
provide, and in our ability to launch 
such cooperate movements as CLU and 
LUTC to increase the prestige of the 
agent. Now isn’t it the moment to 
lend our time, talents and thoughts 
to a determined, all-cooperative, con- 
certed effort to solve our manpower 
problems for both our sales and home 
office organizations?” 

He added: “I suggest we put the 
life insurance company in a ‘glass 
house’ before the public—so that it 
may be attracted to us by what is good 
about us—and so we may make our- 
selves recognize what needs improving 
and take the aggressive steps in per- 
sonnel and job management we should 
—in order to stand out as a great 
business with which to be associated.” 
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Lincoln National 
Initiates Plan For 
Split-Dollar Cases 


Lincoln National Life has introduceg 
the preferred-value policy especially 
designed for split-dollar and similay 
transactions, featuring unusually high 
cash values in the early years. It is g 
participating life policy paid up at 
age 95. The gross premium is the same 
at all ages as the gross premium fo 
the company’s regular ordinary life 
participating plan, but the new Policy 
has a special dividend schedule. 

The preferred-value policy has 4 
first year cash value about $6 per $1, 
000 less than the full reserve at the eng 
of the first year. Cash values for the 
third and subsequent years are equal 
to the full reserve. Two innovations 
have been made in this policy to make 
possible the high early cash values: 

1, The minimum amount is $15,000, 

2. A special commission schedule 
applies. 

With the increasingly popular split. 
dollar plan the owner of the policy, 
usually the employer, helps the in. 
sured, usually the employe, buy life 
insurance protection by lending him 
the guaranteed cash value without in- 
terest. Eventually the annual increase 
in cash value is more than the net 
premium and the insured pays noth- 
ing. Since the purpose of split-dollar 
is to give the insured a_ substantial 
amount of insurance at a very favor- 
able premium, the problem is in the 
first few years when there is little or 
No increase in cash value under most 
policies. 

The preferred-value policy elimi- 
nates this problem. The insured never 
has to pay the entire premium. At age 
35, he pays only about 60% of the 
gross premium the first year. 

The preferred-value policy has only 
one advantage over other Lincoln pol- 
icies, unusually high cash value in the 
early years. Other than that, it is like 
any other life policy. The gross pre- 
mium is the same as for the ordinary 
life participating plan but the divi- 
dends are slightly less. Based upon 
Lincoln National’s present dividend 
scale, the average net payment for 
20 years for $100,000 at age 35 is $1,- 
906.90 for the preferred-value policy, 
as against $1,867.70 for the ordinary 
life participating policy. Therefore, 
when high early cash values are not 
the primary consideration, the ordin- 
ary life is better. 

Within the next few weeks, a new 
split-dollar manual will be availabie 
to agents to facilitate split-dollar pres- 
entations. This new manual will be 
based upon the preferred-value policy 
and will be illustrated in amounts of 
$25,000, $50,000, and $100,000. An at- 
tractive proposal sheet will also be 
available for the actual presentation. 
Lincoln National has temporarily con- 
tinued its modified 2 policy for split- 
dollar and similar transactions, but 
since the new preferred-value policy 
is more attractive for these purposes, 
it will shortly replace this policy. 


New York Life Insurance Women 
To Hold Christmas Dinner Dec. 4 


New York City League of Life In- 
surance Women will hold its Christ- 
mas dinner Dec. 4 at 6:15 p. m. in the 
Advertising club at 23 Park avenue. 
Guest speaker will be Lyman Bryson, 
professor emeritus of education at Co- 
lumbia university’s teachers college 
and counselor on public affairs to the 
Columbia Broadcasting system. 
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Cite Improvements In 
Relations With Medical 
Service Organizations 


Insurance executives cited the pro- 
gress being made in strengthening and 
proadening relations with the provid- 
ers of medical services at the annual 
fall meeting of Health Insurance Coun- 
cil at New York. 

In his welcoming address, Howard 
A. Moreen, vice-president of Aetna 
Life and chairman of the council, laud- 
ed the wide range of activities being 
undertaken on behalf of insurance 
companies by the council’s standing 
committees. The growing record of 
achievement of these committees au- 
gurs well for a climate of good will 
at every level between doctor-hospital- 
insurance groups, he said. 

E. J. Faulkner, president of Wood- 
men Accident & Life and chairman of 
the medical relations committee, des- 
cribed an expanding program of per- 
sonal contact at the community level 
designed to foster grass roots liaison 
with people in the health care field. 
Noting that good relations exist be- 
tween medical and hospital associa- 
tion leaders and insurance company 
executives, he called for implementing 
this spirit of cooperation at the grass 
roots level. 

The need for exchange of informa- 
tion and ideas was reaffirmed by Ar- 
thur M. Browning, vice-president of 
New York Life, in his report as chair- 
man of the _ hospital relations 
committee. He said mutual explora- 
tion by hospital administrators and 
insurance representatives of problems 
involving benefit patterns, hospital 
care costs, admission plans and other 
vital concerns will form a desirable 
basis for achieving their solution. 

The development of a symbol to fa- 
cilitate doctor-hospital identification 
of council’s simplified health insur- 
ance claim forms was described by 
Howard LeClair, vice-president of Mu- 
tual Benefit H. & A. and chairman of 
the uniform forms committee. He said 
companies are being asked to imprint 
the symbol on standardized attending 
physician’s statements and uniform 
hospital insurance forms as soon as 
practical. 

Declaring that every effort was be- 
ing made to encourage the participa- 
tion in the uniform forms program by 
all companies writing A&S, Mr. Le- 
Clair underscored the need for reduc- 
ing paperwork through simplification 
of claim forms in order to eliminate a 
major source of irritation to the health 
care field. 

Steven D. Williams, 2nd vice-presi- 
dent of Connecticut General and chair- 
man of the technical advisory commit- 
tee, reported that the council is study- 
ing several technical aspects of health 
insurance including the problem of 
over-insurance, state surgical plans 
and the quantity and cost of medical 
services. 








Name Advisory Group To 
National Health Survey 


Dr. Leroy E. Burney, surgeon general 
of U. S. Public Health Service, has ap- 
pointed representatives of the health 
Professions, insurance, safety inter- 
ests, labor, industry and other users 
of health statistics to an advisory com- 
mittee on the national health survey. 

The committee will review plans and 
progress of the health survey and help 
formulate principles and methods of 
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cooperation with interested private 
and public organizations. 

Among the members Arthur M. 
Browning, group vice-president of New 
York Life; Dr. Norvin C. Kiefer, chief 
medical director of Equitable Society; 
James Brindle, director of the social 
security department of United Auto 
Workers union; Dr. Leona Baumgart- 
ner, New York City health commission- 
er; Dr. George Bugbee, president of 
Health Information foundation, New 
York; James F. Coleman,. president of 
United Medical Service, Inc., New 
York; James F. Coleman, president of 
director of Hospital Care Corp., Cin- 
cinnati, and Dr. Ray E. Trussell, execu- 
tive officer of the school of public 
health and administrative medicine at 
Columbia university. 


VA To Cut Insurance 
Costs With Electronics 
And Merged Offices 


The Veterans Administration will 
consolidate its insurance center at 
Washington with the district offize at 
Philadelphia early next year. 

The Washington office has been ser- 
vicing all U. S. Government Life pol- 
icies and most National Service life 
policies held by active servicemen and 
policyholders who reside abroad. The 
consolidation will save an estimated 
$238,000 a year, against an estimated 
1-time consolidation cost of $270,000. 
Savings accruing from the electronic 
equipment eventually will be greater. 

The VA began to mechanize its in- 
surance operations in 1948 with the 
result that annual administrative ex- 
penditures have dropped from $60 mil- 
lion in 1952 to $25 million in 1957. 
The workload has declined only slight- 
ly during that time. 


Public Abuses A&S Cover, 
Halverson, Ligget Charge 


Public abuse of health insurance is 
responsible for the constantly increas- 
ing cost of the coverage, said A. B. 
Halverson, Occidental Life of Californ- 
ia, and Darwin S. Ligget, Pacific Mu- 
tual Life, speaking before the annual 
convention of California Society of In- 
ternal Medicine at Los Angeles last 
week. 

Private hospitals contribute to this 
abuse, Mr. Halverson declared, since 
they charge more for services than do 
non-profit institutions. He estimated 
that of the 135 hospitals in the Los 
Angeles area, 70 are privately owned 
and that it is not uncommon for these 
to earn 20 to 30% annually on their 
investments. Non-profit institutions, on 
the other hand, are limited to a 5 to 
8% return. 

Mr. Ligget laid the rise in cost of 
A&S to diagnostic practices, in many 
cases. Patients, he said, urge their doc- 
tors to have them sent to a hospital 
for whatever tests are necessary be- 
cause they know that their A&S in- 
surance will pay that cost. Both men 
agreed that a public education program 
is called for and that establishment of 
a realistic physician’s fee schedule 
would help in determining equitable 
premium costs. 





To Extend OASI Single Check Plan 


Social Security Administration will 
begin issuing single checks in January 
to couples who were on the OASI 
rolls prior to September, 1956. The 
reduced number of checks is expected 
to save $1 million a year. 

Issuance of single checks to new 
beneficiaries began in September, 
1956, but any who objected to com- 
bined payments were paid by separate 
checks. Single checks were not sent 
to husbands and wives residing apart 
or to women whose benefits were 
based on their own work records. 


LOOKING FOR A TOP-NOTCH GENERAL AGENCY 2? 


There’s still time to check on the 


NEW GENERAL AGENCY OPPORTUNITIES 
with the 


Republic National Life Insurance Company 


Top Commissions ¢ Vested Renewals 
Complete Line of Life and Accident and Health 
Group ¢ Sub-Standard ¢ Pension Trust 
Franchise ¢ Guaranteed Issue 


Will Accept Non-Medical to $25, 000.00 
For Full Time Agents & General Agents 


Write James W. Galloway, Associate Director of Agencies 


REPUBLIC NATIONAL LIFE INSURANCE COMPANY 


3988 NORTH CENTRAL EXPRESSWAY ° DALLAS, TEXAS 
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W. Va, Dept. Seeks To 
Retain Control Over 
Variable Annuities 


Commissioner Neely of West Virgin- 
ia has asked Kanawha county circuit 
court for permission to intercede in 
the court action which Auditor Sims 
has brought against Variable Annuity 
Life of Washington, D. C. 

Auditor Sims, acting as ex-officio 
securities commissioner, seeks an in- 
junction against the company on 
grounds that its policies are securities 
and should be registered with the 
state securities commissioner. 

Variable Annuity Life was licensed 
by the West Virginia department in 
August, 1956. As is the usual procedure 
with all insurers applying for a li- 
cense in West Virginia, the depart- 
ment examined the application and 
determined that the company was 
qualified to engage in the insurance 
business in West Virginia, Mr. Neely 
said. 


- 

“T am satisfied that my predecessors 
in office correctly determined that the 
company was qualified to do business 
in the state as a life insurance com- 
pany,” he said. “Detailed regulations 
have been published by this depart- 
ment which will provide the greatest 
degree of public protection. All the 
company’s agents are examined and 
licensed by the insurance department. 
All the policies of this company have 
been approved in conformity with 
law. The insurance department has 
conducted a detailed examintion of 
the financial affairs of the company 
had has found it to be sound and in 
conformity with law. The public in- 
terest will be well served through reg- 
ulations by the insurance department. 

“The effect of the action by Auditor 
Sims is a challenge to the determina- 
tions and findings of this department. 
The insurance department cannot, 
therefore, stand by and permit this 
collateral attack to go unanswered. 


e 

“The public can best be served 
through the continued regulation of 
insurance companies by the insurance 
department. An insurance company 
cannot be subjected to dual regulation 
of the state securities commissioner 
and the state insurance commissioner. 

“I am asking the court to permit 
the insurance department to intercede 
so as to preserve the continued regula- 
tion of insurance companies by the 
insurance department in the public 
interest. 

“Thus, it can be readily understood 
that this action is prompted solely to 
bring the greatest protection to the 
people of West Virginia without con- 
flict of regulation between the two 
state agencies,” Mr. Neely concluded. 


Rename Pepper Chairman 
Of Life Medicine Board 


Dr. D. Sergeant Pepper, associate 
al, was reelected chairman of Board 
medical director of Connecticut Mutu- 
of Life Insurance Medicine at the an- 
nual meeting in New York. 

Dr. Archibald C. Wilson of Connecti- 
cut General, vice-chairman, and Dr. 
Paul H. Langner Jr. of Provident Mu- 
tual, secretary, also were reelected. 
Elected to the executive committee 
were Dr. John E. Boland of Country 
Life and Dr. David S. Garner of Shen- 
andoah Life. 

Appointed to the board by Assn. of 
Life Insurance Medical Directors of 
America were Dr. Langner, for his 
second term, Dr. Whitman M. Reyn- 
olds of Equitable Society, Dr. Harry 
A. Cochran Jr. of Lincoln National and 

Dr. Frank A. Warner of John Hancock. 
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his insistence on passage of the highly controversial bill to revise insurance reg- 
ulation in Texas. The conference committee on the bill inserted the provision 
that the board’s appointment of a commissioner would be subject to senate con- 
firmation. When Mr. Harrison took office Aug. 5 he was lauded by Mr. Jackson 
for his “honesty and incorruptibility.” He is a career state employe, and took 
part in much of the investigation of the collapse of U. S. Trust & Guaranty. 
Under the law, the insurance commissioner would get $20,000 annually and be 
subject to confirmation every two years. 


N. Y. Denies Rochester Blue Cross Rate Hike 


Superintendent Holz of New York has denied the request of Rochester, N. Y., 
Hospital Service Corp. (Blue Cross) for approval of a 43.8% increase in its 
premium rate. Deputy Superintendent Lamanda conducted a public hearing in 
Rochester last month. Blue Cross proposed to offer additional benefits which 
would have accounted for 38% of the increase. Mr. Holz suggested these be 
offered by rider. He said some increase in rates must be granted and suggested 


that a revised application be submitted. 





Pay Of Managing Agency DependsOn Company 


(CONTINUED FROM PAGE 29) 


income of the manager and to the 
probability of his reaching any giv- 
en level of agency production whether 
or not he had to handle the agency 
alone or was provided by the company 
with a large amount of supervisory 
assistance. This report does not an- 
alyze the total supervisory compensa- 
tion in the agencies of these different 
companies. In some cases I know this 
presents quite a different picture than 
does the comparison of manager com- 
pensation alone. 


It is important to the manager how 
much money he keeps for his own 
use and not just how much money he 
receives from his company. It would 
make a lot of difference if the com- 
pany were extremely generous in the 
expenses which it paid, the special 
services which it provided and the lib- 
eral allowances it made to its man- 
agers as compared to another company 
which might pay more in cash salary 
but expect the managers to person- 
ally assume more of these collateral 
agency expenses such as agent finan- 
cing costs, for example. The study at- 
tempted to equate the more obvious 
aspects of this consideration but there 
are undoubtedly important differences 
among companies not accounted for 
in this study. 

The policy of the company in per- 
mitting, encouraging, or forbidding the 
manager to write personal business 
for his own account may, in some sit- 
uations, be an important consideration 


in his compensation. Undoubtedly for 
many managers the privilege to sell 
personal business is extremely import- 
ant in the total income picture. To 
such a manager the company which 
forbids this practice would be per- 
sonally disadvantageous, however wise 
this policy might be for the company. 

In this study we have been consid- 
agerial compensation on the basis of 
agerial compensation on thebasis of 
the sale of ordinary life insurance. It 
might make an important difference to 
a manager if his company also offered 
through his agency the sale of group 
insurance, A&S insurance, and per- 
haps casualty, fire, automobile, and if 
you please, marine, personal liability 
and, I suppose, even weather insur- 
ance. Maybe these other lines detract 
proportionally from the life insurance 
effectiveness of the manager and the 
agency, or maybe they just add sup- 
plemental income to the manager. 
Whatever the facts are, this repre- 
sents an important consideration in 
making comparisons. It could not be 
included or evaluated by your com- 
mittee. 

Another difference which would af- 
fect the manager’s compensation but 
which does not show up in an analy- 
sis of his contract would be the kinds 
of training, instruction materials, 


schools, sales promotion assistant, di- 
rect mail services, etc., provided to 
the agency by the company. It would 
seem that the manager in a company 
which makes all these things avail- 





Attending LIA- 
MA’s annual meet- 
ing at Chicago are, 
(left to right) Wil- 
liam J. Hamrick, 
agency vice-presi- 
dent Gulf Life; 
Eber M. Spence, 
vice-president and 
director of agen- 
cies American 
United; and Ray- 
mond W. Simpkin, 
agency vice-presi- 
dent Connecticut 
Mutual. 
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Supreme Court To Rule 
On Taking Life Policy 


Proceeds As Back Taxes 


WASHINGTON—U. S. Supreme 
Court, in agreeing to rule on the feq. 
eral government’s right to reach into 
the proceeds of a life insurance Policy 
to collect the tax indebtedness of q 
deceased policyholder, will be dealing 
with a primary issue involving the jp. 
violability of life insurance contract 
benefits. 

This view was expressed by life ip. 
surance attorneys following the plac. 
ing of two significant tax cases on the 
court’s docket for review. These law. 
yers are studying the cases. It was 
pointed out that both will require 
careful consideration and possible far. 
reaching determinations by the court 
as to the nature of life insurance con- 
tracts as property. 

One case is that of Jean F. Sterns 
vs Commissioner of Internal Reve. 
nue, in which the sixth circuit U. §. 
court of appeals ruled that the goy- 
ernment could not claim either the 
full proceeds of the insurance policy 
paid to the widow of a tax delinquent 
or the cash surrender value of the de- 
ceased’s policy. The U. S. tax court 
had ruled previously that the commis- 
sioner could claim the entire face val- 
ue. 

In the case of U. S. vs Molly G, 
Bess, which the third circuit court of 
appeals decided earlier this year, it 
was ruled that while the full pro- 
ceeds of the policy could not be 
touched by the government, the bene- 
ficiary of a delinquent taxpayer’s pol- 
icy was liable as to its cash surrender 
value. The circuit court emphasized 
that the deceased was insolvent at 
the time of his death and theoretically 
could have collected this cash value 
from the insurance companies in or- 
der to pay his tax debts. 





able would stand a better chance of 
earning more money under a given 
contract than would that manager op- 
erating with the same contract in a 
company which does not provide these 
facilities. Again, this kind of com- 
parison is difficult to quantify. 

I suppose it should be assumed that 
the size, prestige, advertising budget 
and general reputation of the com- 
pany make a contribution to the suc- 
cess of the manager’s efforts. If this 
is true, then a manager of a well- 
known company has a better chance 
to earn more money under a given 
contract than would a manager in a 
company which did not enjoy these 
advantages. This again, is an extreme- 
ly difficult thing to evaluate in mak- 
ing comparisons. 

Differences in employe benefits pro- 
vided are another complication. Less 
income may be partially offset by 
group life insurance, retirement pro- 
grams, disability plans, etc. These are 
indicated for the different companies 
but no attempt was made to compare 
their values actuarially. 

In spite of all of these cautions and 
these limitations I want to conclude 
by strongly recommending for your 
careful review the forthcoming LIAMA 
report on manager compensation. 
Those of us who have been involved 
in its preparation are convinced that 
it should make a contribution to the 
progress of our business. I hope you 
will find it useful. 

All American L. & C. is now li- 
censed to do A&S and life business in 
West Virginia and Washington, bring- 
ing the total to 22 states in which the 
company is licensed. 
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“We had to hire Fenkins right after we started pushing 
Provident Mutual’s terrific new major medical coverage” 


Provident Mutual’s brand-new major medical in- 
surance (both Individual and Group) can help 
you reach a new high in this productive line. Its 
broad coverage and many competitive advantages 
make this one of the most talked-about develop- 
ments among agents and brokers today. 


Here is a package that sells, backed by strategic 
sales aids and full Provident Mutual cooperation. 

Brokers will want full details, right away, on 
this important new coverage, as will agents whose 
companies do not sell major medical. It’s a good 
line to line up with. 


Provident Mutual 


Life Insurance Company of Philadelphia 





iting. Equitable’s Living Insuranee ; a 
g and waiting rance is for the aes — 
“<<. Living Insurance . 
by Equitable 


Some insurance is for sittin 


Another good reason why people look up to 
The Man from Equitable 


Living Insurance py Equitable 


The Equitable Life Assurance Scciety of the U.S. + 393 Seventh Avenue, New York 1, N. Y. 





